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DECISION MEANS 4 P, C. 
TAX ON COMPANIES 


Supreme Court Says  Re-insurance 
Companies Can Be Taxed Same as 
Direct Writing Companies 


FIREMEN’S BENEVOLENT FUND 


New York City Case, But Decision of 
Interest to All Companies 
in State 


The Supreme Court of New York 
decided this week that re-insurance 
companies are liable for the two per 
cent. tax on premiums in Greater New 
York the same as direct writing com- 
panies. This is the tax that must be 
paid to the Fire Commissioner under 
the laws of 1902. The action was 
brought by Commissioner Adamson 
against a re-insurance company, and 
the decision means that the direct 
writing companies will be taxed 4 per 
cent. on business that is re-insured, as 
the contracts of the re-insurance com- 
panies with the direct writing compa- 
nies make provision that the latter 
pay these municipal taxes. 


Money Goes for Firemen’s Dependents 

‘The Commissioner distributes this 
tax among the trustees of the Exempt 
Firemen’s Benevolent Fund of the 
City of New York, the money to be 
used for the benefit of firemen’s homes 
and widows and orphans of deceased 
firemen. 

The decision this week is in a test 
case and was tried before Justice Coha- 


lan of the Supreme Court. William 
B. Ellison, who appeared for the re- 
insurance company, presented proposi- 
tions in which he argued that the prac- 
tical construction given to these pro- 
visions of the charter has uniformly 
been that they related to insurers 
only, and not to re-insurers. The sec- 
tion of the charter in question does 
not by its terms apply to the agent of 
a re-insurance company, and providing 
for a tax as it does, it may not be am- 
plified by implication. To construe the 
section of the charter in question as 
contended by the plaintiff, would result 
in that which is commonly called dou- 
ble taxation, and the company, of 
which the defendant was manager, hav- 
ing been admitted to carry on its busi- 
ness within this State, its manager 
was not an agent within the meaning 
of the statute. 
The Court’s Ruling 

Justice Cohalan said in part: 

“For the privilege of doing business 
in the City of New York the Company 
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DIVIDEND ESTIMATE 
CASES ANALYZED 


Convention of Life Insurance Counsel 
Hears Frederick L. Allen Com- 
ment on Decisions 


ADDRESS OF MUTUAL LIFE MAN 


William BroSmith Re-Elected Presi- 
dent—William J. Tully Secretary 
of Association 


While the Association of Life Inusr- 
ance Presidents was meeting at the 
Hiotel Astor last week, the Association 
of Life Insurance Counsel held its an- 
nual convention in the assembly room 
of the New York Life Insurance 
Co. The old officers, including Presi- 
dent William BroSmith and Secretary 
William J. Tully, were re-elected. 
Among those who read papers were 
Frederick L. Allen, of the Mutual Life; 
Edward D. Duffield, of the Prudential; 
and Frederick H. Nash, of the Colum- 
bian National. Mr. Duffield’s paper 
will be printed in The Eastern Under- 
writer and it begins in this issue of 
the paper. Mr. Nash’s paper was semi- 
humorous and referred to an isolated 
case. 

Dividend Estimates 

Mr. Allen’s paper was a discussion 
ef judicial decisions respecting divi- 
dend estimates. Litigation in this re- 
spect does not date farther back than 
1889. Of all the decisions rendered 
fifteen were in favor of the defendant 
companies; and three in favor of the 
policyholders. Mr. Allen limited him- 
self strictly to cases in which the 
ccurts discussed the validity and effect 
cf dividend estimates. His paper in 
part follows: 

Form of the Estimates 

In a large proportion of the cases 
which have come before the courts, the 
“estimate” or “illustration” consisted 
of a printed form furnished by the 
company, the blanks in which were 
filed in by an agent of the company 
under instructions contained in a book 
of regulations and rates furnished by 
the company. 

In many of the forms used, the word 
“estimate” is used, in others the word 
“lilustration” or “approximate illustra- 
tion.” In a few cases neither of these 
cautioning words is used. In one case 
(Provident Savings Life v. Withers), 
the illustration gave the loan values, 
paid-up values, etc., and then stated 
“The above values are guaranteed in 
the policy.” Then followed a list of 
“Options” available at the end of a 
distribution per‘od, stating the amount 
of the dividend which would then be 
paid. There was no statement that 
the amount of dividend was guaranteed 
nor was there any statement that it 
was estimated. The Kentucky Court 
of Appeals, however, very properly 
heid that the express guaranty of the 
loan values, etc., showed plainly that 
the amount of dividend was not guar 
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alterius.) the word “estimate” the court held 


In some estimate documents, there 
is an express ‘declaration that the 
amount of one or more of the options 
available at the end of a tontine or 
distribution period is estimated while 
another option is stated without this 
qualifying word. Thus for instance is 
Untermyer v. Mutual Life, in the illus- 
tration given to the insured the options 
at the end of 15 years were as follows: 
1. Cash value consisting of reserve $4,240 


and estimated surplus.........-. Heeees 2,650 
2. Paid-up participating policy without 


FE-EXAMiMAatiON os. ee eeeeveeee te eeeeees 15,450 
3. Estimated surplus payable in cash 2,650 
with Paid-up policy.........e-scseeeeees 10,000 


It will be observed that the word 
“estimated” does not occur in the sec- 
end option. The Court however held 
that the provisions of the policy con- 
ciusively showed that the amount real- 
izable at end of the deferred dividend 
period could not be fixed at the begin- 
ning of the period. As the amount of 
paid-up insurance stated in the illus- 
tration was based partly on surplus, 
necessarily the amount stated was a 
mere estimate. 

Preliminary Inducement 

In Langdon v. Northwestern Mutua! 
Judge Hiscock of the New York Court 
of Appeals in discussing a similar sit- 
uation said: 

While it doubtless would have been more 
complete and perfect if in stating this third 
option and referring to the cash or tontine 
plan therein provided for it had again been 
stated that this sum was estimated and based 
on experience, still the identity of this sum 
with the surplus item of the same amount 


stated in the first option was obvious and 
as it had been stated in such first option 
that the sum was estimated there could be 
no misunderstanding of this fact when such 
item was again given in the third option, I 
think this is plain on the face of the paper 
and that appellant who is found to have un- 
derstood the nature of a t»ntine policy and 
which as one of its underlying principles in- 
volves the uncertainty of a given share in 
the surplus until the end of a fixed period, 
never could have understood otherwise than 
that this amount was estimated and uncertain 
rather than definite and fixed. 


The two Wisconsin cases, Timlin v. 
Equitable and Tourtelotte v. New York 
Life, afforded an instructive contrast 
in the form of the estimate document. 
The Timlin case was decided against 
the defendant company because the 
Ccurt held that the estimate document 
spoke in terms of promise and agree- 
ment and was not merely a negotiation 
er preliminary inducement. The Tour- 
telotte case was decided in favor of 
the defendant company, the court dis- 
tinguishing it from the Timlin case 
because the Tourtelotte estimate con- 
tained no words of promise or guar- 
anty nor an intimation or suggestion 
that the amounts stated in the illus- 
tration might be expected at the end 
of the distribution period. The court 
also emphasized the fact that the 
Tourtelotte estimate characterized it- 
self as an “illustration,” which word is 
deemed very significant as indicating 
tke contingent and problematical na- 
ture of the estimate. 

The Timlin Case 

In the Timlin case the document at- 
tached to the policy stated that the 
“Guaranteed surplus was estimated” 


that the company was bound to pay 
the amount stated. The court held 
that the word “estimate” was of no sig- 
nificance as showing uncertainty. The 
court said, “The company may and 
probably did have sufficient informa- 
tion on the subject to warrant it in 
undertaking this obligation.” 

It is submitted that the Timlin deci- 
sion, considered from the point of 
view of legal theory and principle may 
properly be subjected to very severe 
criticism. It is safe to say that it runs 
ecunter to rules of the law of con- 
tracts well settled by repeated adjudi- 
cations of the courts. 


Puffing Statements Do Not Bind the Co. 
The courts in their decisions in es- 
timate cases have taken cognizance of 
human nature to the extent of admit- 
ting the harmlessness of “puffing” 
statements made by soliciting agents 
when engaged in the laudable enter- 
prise of inducing a reluctant citizen to 
do his duty to his family by obtaining 
insurance upon his life. For instance, 
in Heinz v. Peoria Life, 183 Ill. App. 
35 (syllabus only printed) the Illinois 
Appellate Court said: “A representa- 
tion of an agent as to the value of the 
policy to be delivered is a mere ex- 
pression of opinion or trade talk.” 

In the leading case of Avery Vv. 
Equitable, the New York Court of Ap- 
peals made the following sound obser- 
vations upon the subject: “Now, I 
think, we may assume that the defend- 
ant’s officers made these estimates as 
liperal as it were possible, and that 
they represented the chances in as 
favorable a light as they could. That 
is quite possible and probable; but 
that assumption would not affect the 
question. The results of such a plan 
cf assurance were matters of opinion, 
and they are not considered as import- 
ant in equity. The avenues of inquiry 
were equally open to the parties, and 
probably the experience of the officers 
was of more use to them than to the 
general public. Their statements of 
what the assured might possibly gain 
under that plan do not amount to mis- 
representation; and if the assured ac- 
cepted the policy, relying upon them, 
and the result is not as supposed or 
estimated, that presents no ground for 
relief. It was, and in the very nature 
of the plan could only be, problematical 
cr speculative. The figuring out of the 
chances of the assured in the chances 
of all his class, could only be based 
upon hypothetical facts and figures.” 

“Rose Colored” Estimates 

In Grange v. Penn Mutual, the as- 
sistant secretary of the company as- 
sured an applicant that the company 
did not issue inflated estimates. The 
assistant secretary estimated that the 
dividend at the end of 15 years would 
be $7,800. The actual dividend was 
$3,347, The Pennsylvania Supreme 
Ccurt said it was clear that the esti- 
mate was inflated, but that this fact did 
not render tie company liable. The 
Court said: “The statements made 
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by the assistant secretary with regard 
to the probable amount of surplus and 
accumulations were undoubtedly ‘rose 
colored,’ and were perhaps unduly in- 
filnenced by his desire to get business 
for the company. But the evidence 
fairly shows, we think, that the past 
experience of the company, in so far as 
interest, mortality and dividends were 
cencerned, taken in connection with 
what seems to have been accepted as 
the experience of other companies, in 
the matter for forfeiture under policies 
of the kind under discussion, afforded 
some basis at least, for the estimate 
which was given. That the amount 
which appellant was to derive from 
surplus and accumulations was merely 
aii estimate appears plainly from the 
language of the option as set forth in 
the policy. 

“Another witness, when asked as to 
the reasonableness of the Hallowell 
(i. e. assistant secretary’s) estimate, 
said that the estimate made in 1891 
was wholly within the range of proba- 
bility. Evidence of intent to deceive 
in this respect is lacking. Nothing 
more than an expression of an unduly 
enthusiastic opinion seems to be left. 
Representations of this character, re- 
ferring merely to the future, are not 
sufficient to support an action based 
upon the ground of fraud.” 

Labeled a “Special Contract” 

In Langdon vy. Northwestern Mutual 
Life Insurance Company, the New 
York Court of Appeals said: “It may 
be regarded as a subject for adverse 
criticism that the company labeled as 
a ‘special contract’ that which it now 
claims was only a prospectus or pre- 
liminary statement. Apparently the 
company was willing to appeal to the 
vanity and sense of thrift of each pro- 
posed customer by giving an appear- 
ance of ‘special’ importance to what 
was as a matter of fact general and 
common to every one who desired it. 
This method of puffing doubtless is not 
to be commended, nor is it in all prob- 
ability confined to sellers of life in- 
surance. What may seem to us to be 


a violation of some rule of ethics, how- 
ever, does not beconie a basis for equi- 
table relief in such a case as this un- 
less it has made the means of some 
substantial fraud or deception, and 
tbat has not happened here. Appellant 
was not entirely inexperienced and 
unsophisticated in life insurance mat- 
ters. He had had dealings with the 
respondent in connection with a prior 
similar policy and, as already pointed 
out, he must be assumed to have un- 
derstood that if he had obtained a pre- 
liminary contract guaranteeing at a 
fixed sum his share in the surplus, that 
centract was not in accordance with 
the general principles of tontine insur- 
ance nor in accordance with the policy 
for which he was making formal appli- 
cation.” 


Mutuality and Discrimination 


In several cases there has been dis- 
cussion of the relation of estimates to 
the principle of mutuality—that is the 
principle which requires that all the 
members of a mutual company, in the 
same class should receive equal treat- 
ment. The case of Grange v. Penn 
Mutual is probably the most satisfac- 
tery upon this subject. The Court said: 

The company is a mutual one, and in its ac- 
cumulations all its policyholders had the right 
to share in the proportions fixed by the terms 
of their contracts. Whatever representation 
may have been made to appellant, he is and 
can be entitled to nothing more than his pro- 
portionate share of the surplus which actually 
accrued. It is obvious that a mutual insurance 
company cannot discriminate among its policy- 
holders, and any agreement which would re- 
sult in the payment of larger proportionate 
dividends to one of its policyholders than to 
others in the same class would be _ illegal 
and void. — y 

In Provident Savings v. Withers the 
court discussed and applied the Ken- 
tucky anti-discrimination statute which 
provides, inter alia, as follows: “Nor 
shall any such company or any agent 
ti:ereof make any contract of insur- 
ance or agreement as to such con- 
tract, other than is plainly expressed 
iu the policy issued thereon.” 

The Court said: 

By the statute the policy is the sole meas- 
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W. C. JOHNSON ON PART-TIME 


ONLY FULL-TIMERS 





IN CITIES 





Conditions Different in Country Dis- 
tricts—Interesting Comments 
on Brokers 





William C. Johnson, Inspector of 
Agents of the Equitable Life Assurance 
Society, in a talk before the Life Un- 
derwriters’ Association of Central 
Massachusets this week, made the 
statement that there is no need for 
part time men in Boston, or New York, 
or Philadelphia, or Chicago, or other 
large cities. No part time man in the 
cities should be tolerated unless they 
are men who are taking up the busi- 
ness in good faith to learn it, and do 
not wish to wholly let go of their own 
employment until they discover that 
they can make a success of the work of 
solicitation, he said. On the other 
hand, in the country sections the part 
time man occupies a legitimate place 
in the business, and the total volume of 
insurance written in this country would 
be considerably less but for the sound 
service which he renders. 

Continuing Mr, Johnson said: 

“Take, for instance, the scattered 
agricultural communities of states like 
- Oklahoma or Idaho. If an agent goes 
cut a stranger among the ranchers, 
cattle raisers or sheep men, he spends 
a great deal of money in expensive 
travel; is received often with suspicion, 
and more often than not would not 
write sufficient business to pay the 
expenses of his trip. If the same agent 
employs say a bank cashier in the near- 
est town as a part time agent; gets 
him to talk up the company with the 
ranchers or others who do business 
with the bank; distributes literature 
among the citizens of that section 
through this bank man who knows their 
names and addresses, and then when 
the agents visits that section, if the 
bank man either goes out with him in 
a motor to see the prospects or tele- 
phones them that he is sending a 
friend up to see them about insurance, 
the agent’s work will be very much 
more successful than if he lacked the 
assistance of the part time man. 

Must Make Like Insurance a Profession 

“The part time man in these cases 
renders a sound service to the agent, 
to the company, and to the policy- 
holder, and fills a legitimate place in 
the business, for which he can properly 
be paid. There are many towns and 
many counties in which the total 
annual business to be written by any 
one company is so small as not to 
justify a man in giving his entire time 
to the business. In those places the 
business is written chiefly by agents 
from the larger towns or cities, and the 
part time man renders efficient service 
in preparing the way for the visits of 
the agent. What remuneration he gets 
is earned, and but for his assistance, as 
I have indicated, there would be far 
less business written in the United 
States than is the case today. 

“Now it is the cry of some agents 
who live in big cities and see one side 
of the question only, to denounce the 
part time man altogether. We do not 
need them in the cities; we do need 
them in the country, and where and how 
and when to draw the line is a nice 
question. Broadly speaking, in my 
judgment no man should be licensed as 
a life insurance agent in any state in 
the Union who does not hold himself 
out to be a life insurance agent by oc- 
cupation. This would exclude from the 
business, for instance, the lawyer or 
banker who under no circumstances 
woould want the people to think he was 
a life insurance agent, but who takes 
a contract and gets a license on the 
quiet, so he can advise his clients or 
patrons to buy insurance, and share in 
the commissions without their knowl- 
edge. It would exclude most of the men 
who hang on the edges of the business 
and make a profit as the result of the 
work of full time agents. 

“I think in the cities we can do away 
with the part time agents almost alto- 


gether. As a matter of fact I think 
our mortality experience would be 
better in every respect if we refused 
the applications now received from so- 
called ‘brokers’. These brokers are 
usually fire insurance men, or real 
estate men, or men whose primary oc- 
cupation is not that of soliciting life 
insurance. When they hear their 
clients in other lines mention life in- 
surance, they step in and reap the 
benefit of the work which has pre- 
viously been done on the case by some 
full time agent. Not merely this, but 
these brokers are not the company’s 
agents; not bound to it by ties of 
loyalty and not in a position where 
they care very much what the company 
or its officers may think of them. They 
do not regard themselves as represent- 
ing the company, but they are in reality 
the representatives of the applicants or 
of their own pocket-books—usually the 
latter. They do not feel it their obliga- 
tion to tell us all they may know con- 
cerning the physical condition of the 
applicant. At the moment most ap- 
propriate for examination they send the 
applicant to our doctor, often withhold- 
ing information which they possess 
affecting the integrity of the risk. They 
shrug their shoulders and say to them- 
selves that if the company’s doctor 
passes the risk and they get the policy 
why the responsibility is with the com- 
pany—it has had a chance to examine 
the man. 


The Brokers 


“There is doubtless much good busi- 
nezs which goes on the books of all the 
companies as the result of the activities 
of brokers. Many brokers of my ac- 
quaintance are good citizens and en- 
titled to one’s confidence and respect. 
Taken as a whole, however, there is no 
question but that if we could segregate 
the brokerage business from the busi- 
ness written by regular agents, and fol- 
low out its history for a period of 
twenty years, we would find a mortality 
perceptibly heavier upon the broker- 
age business. Very often, in taking 
business from brokers, we are assisting 
in a transaction which deprives our own 
agents of making a commission which 
they have earned, and then in addition 
to that, we put on our books a type of 
business which, taken as a class, costs 
the company money in mortality ac- 
count.” 


FAMOUS MEN ON DIRECTORATE 





Equitable Board Filled by Ambassador 
Morgenthau, Justice Dowling, Presi- 
dent of Mass. Tech., and Others 





At the December election for direc- 
tors of the Equitable Life Assurance 
Society, vacancies in the Board were 
filled by the election of the following 
gentlemen: Richard C. Maclaurin, 
Boston, president Massachusetts Insti- 
tute of Technology; Evan S. Pillsbury, 
San Francisco, counsellor-at-law; Vic- 
tor J. Dowling, New York, Justice, New 
York Supreme Court; Frank W. Mat- 
teson, Providence, R. I., trustee under 
the will of John Nicholas Brown; Sir 
Edmund Walker, Toronto, president 
The Canadian Bank of Commerce; 
Frederick Strauss, ‘New York, of J. & 


W. Seligman & Co., Bankers; Henry 
Morgenthau, U. S. Ambassador to 
Turkey. 





$1,007,000 IN TWO WEEKS 


The field force of the Home Life of 
America produced $765,300 in the first 
two weeks in November, 1914. For the 
same period this year the Company’s 
field men produced $1,007,000. J. C. 
Maginnis is manager of ordinary. The 
Lester (Pa.) agency of the Company 
led; Pittsburgh agency following. 





C. H. Rosenbaum of Des Moines, spe- 
cial representative of the Bankers’ Life 
Company of Des Moines, is back on the 
job after seven weeks of enforced va- 
cation because of a dangerous attack 
of double pneumonia, 


_. ment was predicted. 





UNDERWRITER 
DOUBLE INDEMNITY MEMORIES 
RECALLED BY STATE LIFE 





Indianapolis Company Says Criticism 
Which First Met Clause in 1907 
Was Unjustified 





Based upon the recent action of a 
large life company in adopting a double 
indemnity feature the State Life of In- 
dianapolis said this week: 

“Wisdom is justified of her children. 
In 1907 the State Life, believing that 
a distinct service could be rendered 
to the insuring public by the incor- 
poration into life policies of a clause 
providing for an accidental death bene- 
fit, issued what has come to be known 
the country over as the Double Indem- 
nity Policy. The contract was a suc- 
cess from the very start. The com- 
pany has never launched a more popu- 
lar nor a more serviceable policy. 

How Clause Was Received 

“It is interesting to take a glance 
backward and review the reception 
which the now celebrated Double In- 
demnity Clause met at the hands of 
some insurance journals and some in- 
surance executives. While the man- 
agement of the State Life can never 
forget the kindly and appreciative 
words appearing in many of the insur- 
ance journals and received by letter 
from many able and intelligent insur- 
ance men, yet it is both amusing and 
instructive to read some of the com- 
ments that were of a different char- 
acter. 

“The Double Indemnity idea was re- 
ferred to as a ‘frill’ and a ‘furbe'ow’ 
by not a few, and its early abandon- 
A policy of life 
insurance that really serves a_ public 
end will vindicate its usefulness in the 
face of opposition and criticism, no 
matter how vigorous or persistent. The 
Double Indemnity feature of a life in- 
surance policy has come to stay and 
the premiership of the State Life in 
its alertness to public needs and in its 
promptness to supply these needs is 
again demonstrated by its early adop- 
tion of this now generally admired 
policy. 

“The best single tribute to the far- 
reaching vision and the practical effi- 
ciency of the management of the State 
Life lies in the fact that only recently 
one of the greatest of all the life in- 
surance companies of the world has 
announced the adoption of the Double 
Indemnity as a part of one of its new 
policies. 

“A good example of the practical 
value of this policy was that growing 
out of the death of Albert W. Nieder- 
riter. He was engaged in an occupa- 
tion not at all to be classed as hazard- 
ous, Death came accidentally and in- 
stantaneously. Three premiums had 
been paid on his policy and instead of 
receiving $2,000, the face of the policy, 
his beneficiary was paid $4,000. A 
facsimile of the check used in the pay- 
ment of this policy is at the head of 
this article and tells its own eloquent 
though tragic story.” 


TO BE $6,000,000 COMPANY 


Travelers Stock Has Advanced 200 
Points in Two Months—Is Now 
Selling at 880 





Directors of the Travelers have voted 
to recommend to the stockholders an 
increase in the company’s capital stock 
from $5,000,000 to $6,000,000, the ad- 
ditional stock to be offered at par to 
stockholders of record at the close of 
the annual meeting to be held January 
26, 1916. Secretary James L. Howard 
was instructed by vote of the directors 
to include in the call of the annual 
stockholders’ meeting notice that a re- 
solution will be offered for the capital 
increase. Stockholders will be allowed 
to buy at par, one share of the ad- 
ditional stock for each five shares of 
their holdings. 


The board elected Willie O. Burr, 
editor of the “Hartford Times,” a di- 
rector of the company to succeed the 
late Sylvester Clark Dunham, president 
of the company at the time of his 
death, October 26. The regular quar- 
terly dividend of 4 per cent., payable 
December 31, was declared. 


Increase No Surprise 


The action of the Travelers directors 
in voting the increase was no surprise 
in financial circles. Travelers stock 
has gone up 200 points in a few months. 
Stock was offered recently at 880. 

The increased capital, it was said, by 
Secretary Howard, is merely for the 
purpose of taking care of the natural 
growth of the company’s business. No 
special expansion, beyond the remark- 
able normal growth, is contemplated to 
call for additional capital, he said. 

On January 22, 1913, the Travelers 
directors voted to increase the capital 
stock of the company from $2,500,000 
to $5,000,000, and at the same time, de- 
clared a 100 per cent. stock dividend 
from the surplus. 


MASSACHUSETTS SAVINGS BANKS 





Report of State Actuary—Four Banks 
Had a Premium Income of 
$83,443 





E. R. Hurst, Massachusetts State Ac- 
tuary, has issued an abstract of the 
combined reports of the Insurance De- 
partments of the Whitman Savings 
Bank, People’s Savings Bank, Brock- 
ton; Berkshire Savings Bank and City 
Savings Bank of Pittsfield for the year 
ending October 31, 1915. 

The total premium income was $164,- 
058. Total interest income $24,664. The 
total disbursements of the year for all 
four banks were $83,443.14. The total 
expenses chargeable against the pre- 
miums received during the year 
amounted to $26,315.87, or 16.04 per 
cent. The contributions to the Gen- 
eral Insurance Guaranty Fund amount- 
ed to $6,800.96. The total expenses 
less Guarantee Fund contributions 
leaves a balance amounting to $19,514. 

There were issued by all four banks 
during the yar ended October 31, 1915, 
2,539 policies representing $1,125,673 of 
insurance. 

There were in force in all four 
banks on October 31, 1915, 10,892 poli- 
cies for $4,341,205 of insurance, with 
annuity additions of $17,458. There 
were also in force 98 deferred annui- 
ties representing annual payments of 
$12,625. 

The Savings Insurance Banks an- 
nounce that during 1916 they will pay 
in addition to the regular dividends of 
heretofore, an extra dividend of 75 per 
cent. of the regular dividend. 

The regular dividends will be on the 
scale as declared for the past five 
years. The extra dividend of 75 per 
cent. of the regular dividend, declared 
by all four banks alike, will be paid on 
all monthly and annual premium insur- 
ance policies of all ages and durations. 

On monthly premium policies the to- 
tal dividend to be paid will vary from 
14.58 per cent. of the year’s premium 
on policies one year in force, to 43.75 
per cent. of the year’s premium on poli- 
cies seven years in force. 

The total dividend to be paid on an- 
nual premium policies will show a net 
cost at age thirty-five on $1,000 Whole 
Life Insurance dminishing from $19.74 
in the first year to $18.02 in the seventh 
year; on Twenty Payment Life Insur- 
ance for $28.54 in the first vear to 
$25.96 in the seventh year; and on 
Tyenty Year Endowmnet Insurance 
from $39.50 in the first year to $35.62 
in the seventh year. 





$1,000,000 INCREASE 


It is reported that the new business 
written of the Germania Life will show 
an increase for 1915 of about a million 
over 1914, 
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Adjustment of Adverse Claims to the Proceeds of Life 


Insurance Policies Arising From Conflicting Admin- 
istration Granted in Different Jurisdictions 


By Edward Duffield, General Solicitor The Prudential 








Judging from my own experience 
there is possibly no subject which from 
a practical standpoint has presented 
more difficulties than the adjustment 
of claims to the proceeds of a life in- 
surance policy, made by various admin- 
istrators appointed in different juris- 
dictions, and I therefore decided to 
confine this paper to a discussion of 
the rules of law governing that trouble- 
some situation. 

I suppose that my. experience has not 
been unique, and that all of us have 
from time to time been confronted 
with the practical difficulty as to which 
one of several administrators we 
sould advise the company to recog- 
nize in the payment of claim. 

The First Hope 

Our first hope always is that we may 
escape the determination of this ques- 
tien by inducing the rival claimants to 
agree to some equitable division of the 
fund, or by common consent to enter 
their appearances in a suit of inter- 
pleader and consent to adjust their 
claims without questioning the juris- 
diction of the court in which the suit 
has been begun. But when this com- 
paratively simple and easy method, re- 
quiring only diplomacy and tact, is im- 
possible, we must look further in order 
to find an answer to the problem, and 
it frequently rests upon our determi- 
nation as to which one of these claim- 
ants is entitled to the fund. It, there- 
fore, may be worth our while to give 
a few moments to the consideration of 
the principles which courts have adopt- 
ed in determining this vexed question. 

I think I should frankly say to you 
at the outset that the confusion which 
I have experienced has been largely 
due to the fact that I have attempted 
to dispose from time to time of these 
eases as they have arisen without mak- 
ing a thorough examination of the 
wrole subject, for rules of law which 
are seemingly applicable to cases of a 
more or less similar character have 
been found inapplicable to the proper 
acéjustment of cases arising from these 
circumstances, and it is only by a care- 
ful examination of adjudications in 
which this question is directly involved 
that I have come to any definite deter- 
nmiination as to the proper course to 
be pursued. 

I propose in treating of this subject 
to consider several methods which 
have suggested themselves at various 
times as furnishing a solution but 
which have failed to stand the test 
when subjected to critical examination. 

The thought which immediately sug- 
gests itself under these circumstances 
is the filing of a bill of interpleader, 
and where it is possible to obtain 
jurisdiction of the parties this course 
effectually an’ easily disposes of the 
whole matter. 

Jurisdiction 

The practical question which is pre- 
sented, however, is how are we to 
obtain jurisdiction of the parties so 
that a determination of the court in 
which we commenced our suit in inter- 
pleader will be binding and furnish to 
the company the protection which we 
seek. For it must be remembered 
that, generally speaking, a bill of in- 
terpleader is a proceeding in personam 
and not a proceeding in rem. 

The decree obtained in such a suit is 
one requiring the adverse parties to 
state their conflicting claims so that 
the court may adjudge to whom the 
n.atter or thing in controversy belongs. 
If a non-resident served either by pub- 
lication or by personal service with- 
out the jurisdiction of the court choos- 


es to disregard the injunction of the 
court and refuses to submit his claim, 
the court is powerless to enforce its 
decree, and any judgment rendered 
therein is inoperative as to the party 
not served within the State or who 
has refused to make a voluntary ap- 
pearance therein. 

Where a judgment has been rend- 
ered in an impersonam action in which 
jurisdiction rests on substituted ser- 
vice, it cannot be enforced outside of 
the jurisdiction under the provisions of 
Article 4, sec. 1 of the Federal Con- 
stitution, which provides that full faith 
and credit shall be given in each State 
to the public acts, records and judicial 
proceedings of every other State. It 
has been uniformly held that this pro- 
vision of the Federal Constitution ap- 
plies only to actions in rem, and has 
no application whatever to actions in 
personam. No attempt’ to subject the 
citizens of one State to a personal de- 
cree rendered by the courts of a for- 
eign State has ever been successfully 
erforced except where there has been 
a service of process within the State. 
Nor do we gain any assistance under 
these circumstances by the Fourteenth 
Amendment to the Federal Constitu- 
tion relating to “due process of law.” 


Due Process of Law 

As long ago as the case of Pennoyer 
v. Neff, 95 U. S. 713, the Supreme 
Court of the United States in constru- 
ing this amendment held that the “due 
process of law” therein referred to 
when applied to a judicial proceeding, 
which is not in the nature of a pro- 
ceeding in rem, requires that the de- 
fendant in a State court must be 
brought within the jurisdiction of that 
court either by service of process 
within the State or by voluntary ap- 
pearance; and in Clair v. Cox, 106 U. 
S. 350, the same rule was declared ap- 
plicable as to foreign corporations. 
When Two Administrators Threaten 

When, therefore, we are confronted 
with two or more administrators 
threatening suit, or who have actually 
commenced suit in senarate jurisdic- 
tions, who refuse to either amicably 
acjust their differences or who decline 
te enter their appearance in a common 
suit. the simple method furnished by 
a bill of interpleader is unavailing. 

Throughout our entire investigation 
we should keep carefully in mind this 
distinction between actions in rem and 
actions in personam. It is fundamental 
in the determination as to whether or 
not a court in any particular action 
has or has not aconired jurisdiction 
through service by publication or with- 
out the State. And. after all, jurisdic- 
tion is the fundamental auestion which 
must be solved in order to furnish the 
protection to the company which it has 
a right to expect. 

It is true that a court cannot obtain 
jurisdiction upon a non-resident defend- 
ant by substituted service so as to ren- 
der enforcible a decree in a suit of 
interpleader, because, as we have said, 
such suit is an action in personam. It 
is not true, however, that in no case 
may a court adjudicate the ownership 
of the proceeds of a life insurance 
policy where non-resident defendants 
have been brought in by such service. 
But the only class of cases where a 
court can acquire jurisdiction by these 
methods is where the action is one in 
rem, and usually arises where some 
one other than the company has 
sought to enforce a lien upon the pro- 
ceeds of the policy or has claimed the 
right to its possession. . 

(To be continued.) 
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LIFE PRESIDENTS’ CONVENTION 








COST OF MONEY TO FARMERS 


NOT SO MUCH AS BELIEVED 








If Interest Rate Falls Too Low, Com- 
panies Will Be Forced to Invest 
Elsewhere 





President Clark, of the Union Cen- 
tral Life, in discussing credits at the 
convention of the Life Presidents last 
week, gave it as his opinion that the 
public has an erroneous idea as to the 
cost of money to the tarmer. Undoubt- 
edly the farmer who has insufficient 
security, or inferior improvements, or 
bad location, or impoverished soil, or a 
blemished personal character, pays the 
highest neighborhood rate of interest 
by reason of the extra hazard of his 
disability. But the reverse is equally 
true, and that farmer pays the lowest 
rete. The county records state facts 
only, making no discrimination be- 
tween the millionaire and the beginner. 
Hence the public seeking information, 
would average the record rates and 
cenclude that the farmers of the first 
cless were paying very high rates of 
interest. 


Farmer Borrows for Years 

“Should the farmer be extended 
credit at a less rate than the merchant 
or the manufacturer?” asked Mr. Clark. 
He said: “The merchant usually bor- 
rows on short time—months; the farm- 
er on long time—years. An ordinary 
benking principle is the shorter the 
loan, the lower the rate. Can anyone 
tell why the farmer, as a class, should 
receive a lower rate of interest for a 
lower period than the merchant in his 
neighborhood? 

“Interest rates reduce naturally. I 
personally remember when ten per 
cent. interest was paid in my native 
State. A high rate of interest and a 
low per acre loan will attract capital, 
ard eventually will reduce the cost of 
money.” 

The expense of making a mortgage 
loan begins with the selection of terri- 
tory, and is of tremendous detail. Land 
is land, but land is not always security. 
Tlie expense is not confined to the ex- 
amination of security. A most im- 
pcertant and costly element is the in- 
vestigation and the abstracting of title. 
The legal department of any loaning 
company must know not only the laws 
of each of the 48 States in which it 
does business, but must also keep 
abreast from year to year with the 
ever-changing minds of legislators. The 
crisis of a loan is the passing of the 
cash upon execution of the mortgage 
papers. The securing of a first by the 
payment of all prior liens, often in- 
velves expense in the way of bonuses 
to holders where a paper has not ma- 
tured. Then comes the compensation 
of agency representation, both local 
and general. These items cover the 
initial expense. Then comes that of 
collection of interest and principal, 
taxes and insurance. Further, possible 
attorney fees for foreclosure, and final- 
ly the real estate agent’s fees for the 
care and sale of land. 


Average Farm Loan $2,000 


“If the average farm loan was $100,- 
000, the expense mentioned would be 
considered normal; but when you real- 
ize that the average loan is about $2,- 
000, you will appreciate that it is nec- 
essarily a very costly transaction,” con- 
tinued Mr. Clark. 

“Will agitation bring about the low 
rate so much desired? Can States ac- 
complish it by legislation? Study the 
markets and draw your own conclu- 
sion. If a high rate State legislates a 
lower than the market rate it simply 
drives capital away perhaps for years 
to other fields until there is some in- 
ducement to return. The lower inter- 
est rate will come naturally. What the 


farmer needs most now are better 
terms in his mortgage contract. Short 
time demands payment too rapidly. 
Sometimes at a sacrifice of many com- 
ferts and even a proper education of 
the family. If the interest rate is 
forced downward too rapidly, the mo- 
ment it approaches the net return of 
bonds, money will be withdrawn from 
the mortgage loan field, for there is en- 
tirely too much work in making mort- 
gage loans, as compared with buying 
bends. The history of the investment 
companies in the early eighties records 
a startling admonition as to the pur- 
chase of mortgage paper—sold without 
recourse or even guaranteed. The 
president of a prominent life insurance 
company, who also administered the 
affairs of some fifty estates, in speak- 
ing of farm mortgages of a western 
State, said to me: ‘If you will come 
down to my law offices I will show you 
a room full of mortgages all executed 
upon the finest kind of bond paper, 
ptinted in the most alluring style and 
with payment of principal and interest 
guaranteed—with a great big seal.’ 

“Why were those investments worth- 
less? In general, they were not con- 
ceived and born in fraud. No, the 
great majority of these investment 
companies started with the most con- 
servative ideas and the best intentions 
toward the investing public; but the 
craze of competition was upon them— 
they could not obtain western mortgages 
fast enough to meet the eastern de- 
mand. As a sequence, these land ex- 
aminers and these title examiners be- 
came lax in their work, the officers ar- 
guing themselves into the belief that 
these examinations were entirely su- 
perfluous, for after all, they were sell- 
ing this paper not upon land and title 
security, but upon their own personal 
guarantee; and, as a climax, the whole 
organization became simply a factory 
for the issuance of mortgage paper. 

State Aid to Borrowers 

“The appeal for State aid gains 
ground slowly, as it must answer the 
question as to why the State should 
furnish capital or lend its legal or cle- 
rical departments free of expense to 
an association or land bank rather than 
any other lines of business. There 
seems to be an inequity in using this 
machinery, sustained by taxing all in- 
habitants, for the benefit of the borrow- 
ing members. It would seem as though 
borrowers should pay for this service. 

“If the government can be imagined 
furnishing the cash or service, how 
would it be apportioned among the 
States; would it go to the newer States 
only or to those laboring under tempo- 
rary disability; would the same rate 
of interest prevail in all; and, after all, 
how much money is contemplated? Any 
less than one hundred million dollars 
would be like a drop in the bucket; if, 
however, the limit is taken off, it may 
reach an amount which would effect 
general credit reflected in interest re- 
turns on government bonds. 

“There will naturally be a variety of 
pians in the associations promoted and 
those contemplating the sharing of 


profits with the farmers will be the 
mcst popular—all projected in good 
faith. But the long term of 20 years 


siggests all kinds of complications aris- 
ing from change in times and condi- 
tions, exercise of bad judgment, regu- 
lative legislation, which may reduce 
the profits to a point of utter disap- 
pointment to the projectors as well as 
farmer borrowers. 

“This suggestion reminds one of the 
experience of life insurance companies 
in operating deferred dividend and ton- 
tine plans of insurance. Yes, complica- 
tions did arise, until the claim of good 
faith, even, was questioned. 

Amortization Plan 

“The amortization plan of mortgage 
loan is a high sounding title, but in 
reality there is no discovery of any 


new principle in it, and the issue of 
bonds upon a deposit of farm mortga- 
ges with the trustee was a resurrec- 
tion simply of the old debenture idea— 
a splendid one, if the high grade of 
mortgages deposited is maintained, and 
the deposit itself is held sacred. 

“The individual investor, an outlet of 
great magnitude, is eliminated at once 
from the market for the amortized loan 
itself, for he sees nothing in it but the 
loss of principal in the small annual 
payments stipulated. He must keep his 
principal together, in order to preserve 
it. The bankers and brokers do not 
want their money locked up for life in 
these long-term loans, for their profit 
is in the quick term of it. 

“The only logical buyer of the amor- 
tized loan is the life insurance com- 
pany. But why should it buy? Why 
rot make the loan direct and save the 
broker’s profit? Any life insurance 
company which has the courage to do 
it, and is willing to effect its own or- 
ganization, examine security, examine 


title, superintend the execution of 
papers, assume the risk of passing the 
racney, can make an amortized loan for 
any or the longest period desired, at a 
cost which will cover all interest and 
expense charged and compete with any 
of the loan organizations. 


“This, indeed, will simplify the 
transaction to the farmer, giving him 
a contract which will better fit his 
needs, and furnish it to him at a mar- 
ket price; but the moment the rate of 
interest drops to that mentioned in the 
current discussion of rural credit, the 
life insurance companies will not con- 
tinue the labor and expense attendant 
upon farm mortgage investments, but 
return to the purchase of bonds, and 
the farmer will lose his best friend.” 





In spite of the troubles that have 
beset fraternal insurance there are 
over two hundred fraternal orders in 
the country that show over one million 
of insurance in force. 
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RURAL CREDITS DISCUSSION 





FARMER NOT DOWNTRODDEN 





$10,000 Mortgage on $40,000 Farm; Can 
Borrow $10,000 at Bank, Says 
Cummins 


President J. C Cummins, of the 
Equitable of Iowa, gave his impressions 
of the modern farmer as follows: 

“A great many men think of a farm- 
or as about this way: He has, say, 
89 acres of land, worth about $50 an 
acre. That would make $4,000. He 
owes about $1,500 on it; cutting his as- 
sets down to $2,500. Then he, perhaps, 
has $2,000 worth of stock and imple- 
ments. I cannot help thinking that 
this is the picture in the minds of most 

f the men who think rural credits leg- 
isz:ation will help the farmer. 

“IT want to give you a different picture. 
I am very well acquainted with a coun- 
ty in Iowa called Hamilton. It is not 
the best county in Iowa; the prices of 
land are not the highest, but perhaps 
aktove the average. In Hamilton County 
probably the average size of the estate 
owned by the landowners is 200 acres. 
The average value is nearly $200 per 
acre. Your farmer, therefore—he is 
not a farmer; I will call him a land 
owner, he is not always a farmer—has 


$40,000 worth of property. He has a 
mortgage on it, perhaps of $10,000. He 
has $6,000, $7,000, $8,000 in stock and 


in plements. The farmer first described 
has practically no standing at a bank. 
Ile might be able to borrow $300 or 
$400 or $500 The farmer of this latter 
kind can go to his bank and get $10,- 
000; perhaps even more, especially if 
he wants to buy cattle. 

“This new farmer does not give any 
mortgage. The banker is pleased and 
happy to lend to him to buy cattle. This 
ren usually has an automobile or two. 
He has a steam or a hot air heated 


heuse. He has running water in his 
premises, usually; perhaps in the barn 
only, or perhaps in both house and 
barn. He wears as good clothes as 


most people wear, and he is a very in- 
dependent man. That man does not 
need and would not avail himself of 
any particular effort to help him in the 
r.atter of lending money, according to 
aly plan that I have heard mentioned. 


He is a land dealer, in a sense: he 
does not expect to live on his land 20 
years or 30 years, and pass it down to 
his children. The average length of 
time which that land is owned by one 
man is somewhere between five and 
ten years. The land there is getting 
into the hands of men who are pros- 


perous, men who are strong, who have 
ability, and they buy more; and a man 
who, having 200 acres of land, is doing 
well, sells his 200 acres and buys 400 
acres. And that is why he borrows 
yeur money. It is not because he is 
peor, but it is because he is operating, 
i:e is doing business; his farm is a go- 
ing concern.” 





LONG TERM FARM LOANS 


Not Much in Demand, Says Assistant 
Secretary Woodruff, of 
Prudential 





Assistant Secretary Woodruff, of the 
Prudential said that his Company finds 
that there is comparatively little de- 
mand for a long-term farm loan. The 
farmer, apparently, is not anxious for it 
i. this country, for the reason already 
given; he does not expect to remain 
upon the farm any considerable 
length of time. 

Reference has already been made to 
the importance in making farm loans 
of adhering to a strictly income pro- 
ducing value of the land rather than 
sale value. During the last 15 years, 
farm land values have gone up year 
by year. Can we expect to have this 
experience repeated during the next 


15 years or the next 10 years? It is 
gravely doubtful. 

“Life insurance companies, it seems 
to me,” he said, “should be careful to 
see that loans are made upon an in- 
come producing basis rather than a 
sentimental sale basis. Another thing 
that occurs to me which the life insur- 
ance companies could do to aid the 
farmer, would be to assist the farmer 
along educational lines.” 





CANADIAN MORTGAGE LOANS 





$127,488,549 Invested By Canadian and 
Foreign Life Insurance Companies, 
Says Saunders 





At the session last week of the Life 
Presidents, an eloquent address was 
made by E. M. Saunders, of the Canada 
Life. He said there are eighteen 
American companies doing business in 
Canada in connection with mortgage 
loans. 

A comparison of investments by life 
insurance companies in mortgage loans 
in Canada as on the 31st of December, 
1904 and 1914, would indicate that 
these securities are now regarded more 
favorably than they were ten years ago. 

Total assets in Canada of Canadian 
and foreign life insurance companies: 
December 31, 1914, $397,837,322; De- 
cember 31, 1904, $166,348,109; increase 
ii ten years, $231,489,213. 

Total mortgage loans of Canadian 
and foreign life insurance companies 
in Canada: December 31, 1914, $127,- 


488,549; December 31, 1904, $35,200,- 
255; increase in ten years, $92,288,314. 

Per cent. mortgage loans to total as- 
sets: December 31, 1914, 32; Decem- 
ber 31, 1904, 21; increase in ten 
years, 11. 





CREDIT FONCIER OF FRANCE 
Worthy of Life Insurance Study, M. M. 
Dawson Tells Life Presidents 
of Foreign Credits 








M. M. Dawson, of New York City, 
gave the Life Presidents some advice 
as follows: 

“If you longer neglect to render your 
mortgage departments a real service 
to real estate borrowers by minimizing 
the employment of middle men and by 
introducing methods that give the 
greatest possible convenience to bor- 
rowers, the probability is that every- 
thing that the direct market in farm 
loans and eventually for city loans will 
be taken away. The greatest achieve- 
ment of this kind in any country in the 
werld is the Credit Foncier of Paris, 
The other land banks of Europe al- 
though some of them are remarkably 
successful, have performed no such re- 
rarkable service for the owner of land 
in other countries.” 

Mr. Dawson was launching upon a 
description of the Credit Foncier when 
he was told that his time was up. 





INCREASING FARM VALUES 





Life Companies Partly Responsible, 
Says President Connecticut Gen- 
eral—Farm Homes and Sentiment 





“It goes without saying that the loans 
which the life insurance companies 
have made to the farmers in the last 
20 years have done a great deal to in- 
crease the price of land,” said R. W. 
Huntington, Jr., president of the Con- 
necticut General. “In any well settled 
farming community where there are 
good farming conveniences and where 
the land and the climatic conditions are 
such that maximum crops can be ex- 
pected, farm land at the present time 
has a pretty stable market value; and 
it is not necessary to put a farm on the 
market for any length of time to sell 
it; if you put it on the market for a 
price that is, say, $5 below the ordi- 
nery price per acre, that farm will go. 


taining PEN 


all members. 


A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
para oT ne | a PENN MUTUAL POLICY, con- 

MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 





THE PENN MUTUAL. 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 
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ice, 277 Broadway. New York City. 


CLARENCE H. KEASEY, 
WILLIAM H. PORTER, Banker 


FINANCE 
COMMITTEE 


THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ISSUES GUARANTEED CONTRACTS 


Good men, whether experienced in life insurance or not, may make direct co ts with this 
Company, for a limited territory if desired, and secure for themselves, in additian to 
ion, a renewal interest insuring an income for the future. Address the Company at its Home 


JOHN P. MUNN, M. D., President 
Pres. Title Guarantee and Trust Co 
EDWARD TOWNSEND, Pres. Importers and Traders Nat. Bank 


1914 


year’s com- 








dividend record has good 


A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 


105 William St., New York City 











S. SAMUEL WOLFSON 
District Manager 
Equitable Life Assurance Society 
43 Bible House New York City 

AGENTS WANTED 











“Loaning done in the older countries 
like France, loaning on the amortiza- 
t‘on basis, is to people owning their 
furms for a long time, and intending to 
own the actual piece of land on which 
they are now living, for the rest of 
their lives. They want this loan, are 
willing to pay it off gradually for the 
sake of getting a low rate of interest; 
and put the money into improvements, 
or pay back debts with it,” he con- 
tinued. In America farming up to this 
time has not been such as to justify 
any man in making that kind of a loan. 
Our farmers, as a general proposition, 
have not got any great attraction for 
the old home place; and do not hold 
on to it through thick and thin. It 
yeu come along and offer them $10 
more an acre than it is worth, they will 
sell it and buy another piece for $5 less 
an acre than it is worth, making what 
they consider $15 an acre on the trans- 
action. 

“As these transactions have gone 
along, and the price of land has worked 
up instead of wanting a loan that could 
be amortized, they want a loan that is 
payable at any interest date, and that 
can be paid off and increased on that 
interest date, instead of diminished. 
There has never been a time in the last 
15 or 18 years when the average 
amount per acre that is loaned by the 
various companies and by the various 
individuals has not from year to year 
increased in amount. 

“Any scheme of amortization under 
this condition of society, as it seems to 
me, this semi-speculative condition of 
land values, has got no actual demand 
from the farmer behind it.” 





AID IN GUARANTEEING TITLES 

Vice-President F. X. Quinn, of the 
Fidelity Mutual Life, said he thought 
no company which makes farm loans 
would tolerate exorbitant charges 
either for the examination of titles, ex- 
amination of lands, or for any service 
in connection with the placing of loans. 

“We are not all large enough to 
maintain organizations of our own for 
the placing of this class of invest- 
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J. C. CUMMINS 
President 


DES MOINES, IOWA 


ments; necessarily, we are obliged— 
my company is—in some cases to seek 
the mortgage banker or the loan agen- 
cy; but we do not patronize those agen- 
cies or bankers that we find undertake 
to oppress the borrower, because the 
heavier you make his burden, the less 
chance you are going to have of col- 
lecting your debt. I think the efforts, 
therefore, of the National government 
and the State governments, or anybody 
wkLo is interested in this subject, should 
be directed toward perfecting a system, 
if it can be done, as has been suggest- 
ed, simplifying the examination of 
tifles, guaranteeing of titles to farm 
lands in some way and eliminating, by 
the guaranteeing of the principal, if 
possible, the possibility of loss in farm 
loans.” 





RECLAIMING LAND 


George I. Cochran, president of the 
Pacific Mutual Life, gave some absorb- 
ing illustrations of the manner in which 
land is reclaimed in the West. He told 
of land once worth 50 cents an acre 
now worth $60 an acre, and of a desert 
near Los Angeles that was reclaimed 
by water brought from a distance of 
25C miles. 





The Fidelity Life of Sioux City, 
Iowa, will henceforth be known as the 
National Fidelity. Edgar W. Federer 
is actuary of the Company. 
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A DIAGNOSIS OF REAL ESTATE LOANS 
By Robert Lynn Cox 














First: The total wealth of the country has substantially doubled dur- 
ing the ten years ending December 31, 1914. Likewise, the investment funds 
held by life insurance companies have nearly doubled during the same period. 

Second: The real estate mortgages held by life insurance companies 
have nearly trebled in amount during this ten year period, thus showing a 
tendency to increase both in amount:and in their ratio to other assets. 

Third: Life insurance companies are now the most important of all 
agencies making farm loans in this country. They have loaned over $654,- 
000,000 on farm mortgages at an average interest rate of 5.55 per cent. 

Fourth: In sections of the country which are chiefly commercial and 
manufacturing the tendency seems to have been to loan in cities and vil- 
lages a larger percentage of values than upon farm lands in such sections. 
In sections chiefly agricultural the tendency has been to loan on farms a 
larger percentage of values than on city and village properties in such sec- 
tions, 

Fifth: The amount of farm mortgages held by life insurance companies 
is a higher percentage of the estimated farm values of the country, than their 
holdings of city and village mortgages are of city and village values. 

Sixth: In sections of the country where savings bank accumulations 
are greatest, life insurance companies have loaned the least on farms. Where 
savings bank funds are comparatively small life insurance companies have 
loaned most on farms. 

Seventh: The general rule seems to be that average interest rates are 
closely related to the average acreage value of farm lands, high farm values 
commanding low interest rates and conversely low farm values high interest 
rates. 

Eighth: Where unwise laws or other conditions restrict abnormally the 
amount of capital seeking investment in a given section, interest rates tend 


to rise above the level which the value of the land would otherwise com- 
mand. 
Ninth: City and village loans held by life insurance companies average 


in size thirty times as large as farm loans average and command in all sec- 
tions of the country a somewhat lower average interest rate. The differ- 
ence, however, is less than 1 per cent. everywhere except in the Pacific group 
of States. In the Northwestern States farm and other real estate loans 
come nearest to being on a parity in the matter of interest rates. 

Tenth: During the last three years mortgage investments of life insur- 
ance companies have increased most rapidly in those sections where interest 
rates were high as compared with other sections of the country. They have 











increased least where interest rates were comparatively low. 


PHOENIX MUTUAL DIVIDENDS 





1916 Scale an Increase—Will Give 4.55 
Per Cent. on Dividends Left 
With Company 





President John M. Holcombe of the 
Phoenix Mutual Life Insurance Com- 
puny has announced that in accordance 
with the recent action of the directors, 
a new schedule of dividends payable to 
policyholders will go into effect on Jan- 
uary 1, 1916. The new scale represents 
a material increase over the former 
one and applies not only to the 3 per 
cent. reserve policies issued since 1901, 
but to the old 4 per cent. reserve poli- 
cies as well. The favorable mortality 
which the Company has experienced 
and the high interest rate which the 
assets of the Company have earned 
have led the directors to take this step. 

In making this announcement, the 
Company has called attention to an- 
other factor which has led to increased 
dividends, namely, the splendid growth 
which the Company has experienced 
since it first began to issue 3 per cent. 
reserve policies in 1901. At that time 
the Company had assets of $13,278,712 
and insurance in force of $63,802,139; 
it had a gross surplus of slightly over 
half a million dollars, and in the next 
decade, the surplus of the Company ex- 
perienced practically a four-fold gain. 
Continued progress was made ‘during 
the succeeding five years, so that on 
December 31 last the Company’s iisur- 
ance in force had grown to $162,931,- 
810 and the assets of the Company 
stood at $38,207,387. 

With this announcement the Compa- 
ry states that during 1916 it will allow 
total interest at the rate of 4.55 per 
cent. on dividends left with the Com- 
pany to the credit of policies and also 
matured funds left for the benefit of 
payees. 





NEW OFFICE IN NEWARK 

The New York Life has opened a 
branch in Newark, N. J. H. M. Brin- 
kerhoff will be agency director. He 
has been with the New York Life twen- 
ty-five years. R. F. Kederick, one of 
the famous Kederick quintette of bro- 
thers, will be cashier. 


NEW JOHNS HOPKINS COURSE 


Insurance Principles To Be Taught— 
Idea of Baltimore Underwriters 
Association Accepted 





Johns Hopkins University has in- 
stalled a course of study in life in- 
surance. 

The great desirability and need for 
higher education in life insurance, 
under a systematized course of instruc- 
tion, such as the Johns Hopkins could 
give, was recently presented by the Ed- 
ucation and Conservation Committee 
of the Baltimore Life Underwriters 
Association to the University au- 
thorities. Dr. Andrew B. Chalmers, 
Chairman, Edwin W. Heisse and Ernest 
J. Clark, former President of the Na- 
tional Association of Life Underwriters, 
speaking on behalf of the Baltimore 
Association before President Goodnow, 
Dr. J. H. Hollander, and Dr. E, F. Buch- 
ner, of the University, discussed the 
present day demand for life insurance 
men educated in the principles and 
practices of life insurance before taking 
up their life’s work in the home offices 
and agencies the great opportunities 
for college graduates in the field, the 
desire of the local life insurance inter- 
ests for a department of life insurance 
education in order to better fit their 
younger and more imperfectly equipped 
agents for a higher and better service 
to the insuring public, which will na- 
turally result in a greatly increased 
efficiency. President Clark emphasized 
the far-reaching effects that a practical 
knowledge of life insurance would have 
on the student body of the University, 
when the young men go out into their 
chosen professions and various lines of 
business activity. 

Notwithstanding the fact that the 
university year had already begun, the 
Johns Hopkins authorities agreed to 
take the question under immediate con- 
sideration. Subsequently, Dr. Hol- 
lander, Head of the Department of 
Economics, called a second conference 
with the Committee and submitted a 
proposition on behalf of the University 
which was in turn presented by the 
Committee to the Baltimore Life Un- 
derwriters Association, at a specially 
called meeting. 


VIEWS OF COMM. 





MANSFIELD 





Insurance Companies Should Have 
Reasonable Latitude in Exercising 
Discretion 





In his talk before the Association of 
Life Insurance Presidents last week, 


Insurance Commissioner Mansfield said 
that managers of insurance companies 


should have a reasonable latitude in 
the exercise of a sound discretion. They 
are better able to judge of the intrinsic 
value of a security, its earning power, 
its ability to meet the companies’ 
needs, its desirability as to safety and 


permanency, its stability in times of 
stress, he said, than all the legislatures 
in the land, even when, as sometimes 
happens, the committees of such legis- 
latures which may have such matters 
in hand are assisted by the bankers and 
brokers who may be familiar with the 
security situation. These financial fac- 
tors are absolutely essential to a suc 
cessful control of insurance affairs; it 
would be no longer the sole or chief 
test of a man’s ability to run a com. 
pany that he is a great producer of 
business. Continuing, Mr. Mansfield 
declared: 
Special Legislation 

“IT am well aware that there have 
been times of great emergency when 
specific legislation in regard to invest- 
ments seemed to be demanded. Times 
and occasions created by companies 
themselves; just as by their own fool- 
isb action expenses had to be regulat- 
el by law; just as the relation of the 
companies to their agents has come 
and will increasingly come to be the 
subject of legislative enactment, un- 
less the parties get together, and here 
the legislatures should have no more 
to do with the question than they have 
with the regulation of the relation be- 
tween other groups of principals and 
their agents; so from time to time 
have the States had to regulate in ex- 
ceptional instances in regard to invest- 
ments. 


“Such a case occurred in Connecti- 
cut many years ago, when the Insur- 
ance Commissioner was given final au- 
thority under the circumstances then 
existing in regard to certain securities; 
such a condition exists in other States 
to-day in some instances, where the 
Commissioner holds a like authority. 
The recent laws, however, in many 
States looking toward specific invest- 
ments of insurance funds for a speci- 
fic purpose and requiring the purchase 
of certain securities of those States 
are not examples of wise and judicious 
legislation; and I am afraid that I can- 
not sympathize with the spirit which 
actuates any company to yield to their 
arbitrary enactment and enforcement. 
Funds which are held for the common 
good of all should not be diverted from 
their normal channels by the mandate 
of any particular State and a company 
should well consider whether in sub- 
mitting to such requirements, instead 
of withdrawing, it is conserving the 
best interests of its policyholders 
everywhere to all of whom their rela- 
tion should be the same. 


Uniformity and Co-Operation 

“Uniformity in regard to legislation, 
whether it concerns investments or 
not; uniformity in practice on the part 
of the State departments; co-operation 
between the State and its corporate in- 
terests as well as between those inter- 
ests and their stockholders or policy- 
bolders or whoever may be the people 
concerned therein, is more than to be 
desired. The best interests of all of 
them require more freedom, less super- 
vision, less restriction, and a fuller 
recognition of the fact that good judg- 
ment, safety, fidelity and efficiency are 
not the product of legislative enact- 
ment, but of character, knowledge and 
experience.” 
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Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible se- 
curity, with a safe, equitable con- 
tract. 
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The “‘Home Life”’ 


The fifty-fifth annual state- 
ment of the Home Life Insur- 
ance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased to $30,- 
631,248.70 after paying to 
policy-holders $3,110,507 in- 
cluding dividends of 


$571,024 


The insurance in force was 
increased by $4,533,420 and 
is now 


$120,893,433 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 
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Provident Life 
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OF PHILADELPHIA 
Rates of Premium Extremely Low and 


still further reduced by 
Annual Dividends 
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| Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 














The announcement of 


Bureau of E. A. Woods at the 
Salesmanship Association of Life 
Research Insurance Presidents 


that the Carnegie In- 
st.tute of Technology, of Pittsburgh, 
will establish a Bureau of Salesman- 
ship Research for the promotion of ef- 
ficiency in the selection and training 
of salesmen is interesting and unusu- 
ally important. The Bureau is estab- 
lished with the co-operation of the Na- 
tional Association of Life Underwrit 
ers, and the underwriters are to be 
congratulated that the efforts of Mr. 
Woods and others finally resulted in 
the Carnegie Institute of Technology 
taing this action. Mr. Woods, since 
he became president of the National 
Association of Life Underwriters, has 
never lost an opportunity to preach the 
necessity for more science and system 
in salesmanship. The standard of ef- 
ficiency among life insurance salesmen 
is low. An attempt will be made to 
overconie the deficiency on a big scale. 

The Bureau of Salesmanship Re- 
search proposes to have as director of 
this special branch the leading sales 
agents of the greatest corporations iu 
the country and to secure upon its sci- 
eptific staff the ablest and most prac- 
tical psychologists and research inves- 
tigators. 

“The purpose of this course is stated 
in the prospectus: 

“To get a broader basis of estab- 
lished fact, for use in improving pres- 
ent methods of selecting and training 
salesmen. This is to be done by: 

“(a) Accumulating and systematizing 
information regarding methods now 
used by successful firms (e. g., New 
York Edison, Standard Oil, American 
Telegraph and Telephone, Westing- 
hcuse, Equitable, Chalmers, Ford and 
others); 

“(b) Analyzing the mental and per- 
senal traits that are found to be char- 
acteristics of highly successful sales- 
men in contrast to moderately success- 
ful and unsuccessful salesmen, using 
for this purpose the methods and tech- 
nique of experimental and statistical 
psychology; 

“(c) Carrying forward experiments 
in the selection and training of sales- 
men in co-operation with the sales man- 
agers and supervisors and personnel 
of certain selected corporations; 

“(d) Making available the results of 
those researches through the issuance 
of bulletins, the medium of trade jour- 
nals, scientific journals and books; and 
eventually by 

“(e) Offering courses of instruction 
in salesmanship”. 


> . 7 
Some _§ significant 
5 Per Cent statements of E. 
of Firms A. Woods, made 
Carry Insurance last week, follow: 


“It seems to me, 
at a time when the demand for life in- 
surance is so almost pressed upon us 
by outsiders, from the ranks of the 
church, of the charitable organizations, 
of credit concerns—the head of one of 
cur great credit organizations told me 
just a few weeks ago: ‘Why is it that 
only five per cent. of the firms in this 
ccuntry carry life insurance? What is 
the matter with your life insurance 
men? You are responsible for it?’ The 
charitable organizations say: ‘Why is it 
that there is not more life insurance? 
‘You are not on your jobs.’ When it is 
even discussed that the State should 
perhaps force persons to carry life in- 
surance, it does seem to me we ought 
to answer by showing that we can de- 
vise and adopt thorough and intensive 
methods of cultivating the fields for 
tiis institution, supplying 


necessary 


something that is not a necessity, that 
is not an evil, but good; that America, 
which has so developed life insurance 
in the past should realize, and by the 
most complete systematic methods that 
can be gathered or devised, canvass the 
prospective field for life insurance as it 
‘s canvassed in lots of other lines of 
business. And I want to say, while ad- 
mitting freely the faults of life insur- 
ance agents themselves, that I feel that 
in a great many companies, if not all, 
tle lack of this branch of the business, 
that the home office is not thoroughly 
appreciated. When we find that in 
rmuany organizations the highest priced 
people and the most efficient people 
are the sales managers; when we re- 
member that the more _ systematic, 
more scientific work must be laid out 
by the home office, and go from there 
dewn, that in almost every one of the 
great selling concerns of this country, 
there is the closest co-operation be- 
tween the sales manager and his field 
for it; that, in addition to requiring 
certain things on the part of salesmen, 
they are furnished with co-operation 
and help in exchange for those things, 
by the company.” 


« 7 + 
The Aetna Life has 
One Question started the publica- 
Landed tion in its agency 
a Policy paper of interesting 


experiences of agents 
as told by themselves. The following 
is the first in the series: 


A gentleman who had received one 
of our Commercial Life folders was at- 
tracted by the low rate and called at 
our Office one day, stating that he want- 
ed $5,000 of our Commercial life policy. 

I looked him over to see if he had 
two lungs. As he appeared to be in 
perfect health, I asked him to be seat- 
ed and proceeded to write his applica- 
tion. I of course asked his age and 
upon being told that he was married, 
I asked the age of his wife. He was 
50 and she 25. I asked if they had any 
children, if so, how many and their 
ages. He said they had one child, age 
2. I did not let him know that these 
questions were not in the application 
and then proceeded to ask the other 
questions. 

It developed that he had $25,000 of 
other insurance in good companies and 
upon recording these amounts, I stop 
ped and asked him how long this $25,- 
000 would last his wife after death. 
“Not more than two years,” he replied. 
I said, “surely you must be mistaken, 
she would not lose it all in two years.” 
He replied, “Yes, she would, she is 
young and has no more idea of the 
value of a dollar than our two-year old 
child.” “Well,” said I, “don’t you think 
$25,000 is enough money for a woman 
to lose in two years? Why should you 
buy this additional $5,000?” This 
struck him as an odd question for a 
life insurance man to ask and he re- 
plied, “don’t you want to sell me the 
policy?” I said, “Yes, of course, I will 
sell you all you want, but really why 
should you buy it, $12,500 is enough 
for any woman to spend in one year. 
Why deprive yourself of these premi- 
ums to give her $15,000?” “Well,” he 
said, “I want $5,000 more and this is a 
low rate and I will take the policy if 
you will issue it.” 

I closed the conversation and pro- 
ceeded to call the doctor and have him 
examined; and upon learning that he 
was an entirely satisfactory risk I then 
explained to him that my reason for 
the above conversation was to bring 
forcefully to his attention the import- 
arce of his buying a policy of insurance 
that his wife could not lose and men- 
tioned briefly the Monthly Income. He 


stopped me at once and said he knew 
all about that form of insurance, it 
was expensive and did not want any of 
it. I replied that he could not know 
ail about it and in fact nothing about 
it if he dismissed it so lightly, but 
could not interest him. 

He left me, saying he had an appoint- 


- ment at four o’clock and must hurry to 


meet it, but as he left he asked if he 
could see me the next day at 11 o’clock. 
He came in at the appointed time and 
said that his reason for running away 
yesterday afternoon was because he did 
rot want me to get started on him on 
that policy until he had had an oppor- 
tunity of thinking it over alone, but 
since seeing me, he had done so and 
now wanted to know all about it. The 
result was that in a short time, he 
asked me to change the $5,000 to a 
Monthly Income of $100 a month for 
20 years, which of course I was glad to 
do for three reasons at least. First, he 
got a better policy, second, I got 3% 


t'mes as much commission and third, 
the Aetna got 314 times as much good 
business. 





WAITING TOO LONG 





Point Made By St. Louis Insurance 
Man in Prize Winning 
Essay 





The Life Underwriters’ Association 
of St. Louis, has closed a _ contest 
among its members for the best selling. 
points. Roy L. Beck, of the Missouri 
State Life Agency, won first prize. Fol- 
lowing is the selling point submitted 
by Mr. Beck: 

“Only one man in 100 lives to be 
fifty and leaves anything except insur- 
ance at death. Are you certain you 
will be that man? It takes time to ac- 
cumulate wealth. Suppose you die 
early. Only insurance can eliminate 
that time element and change uncer- 
tainty to certainty.” 
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For Representative Men 


No other business offers as uni- 
versal opportunities, or promises 
a more attractive future. 
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President 











More men are buying life insurance today, 
and for larger amounts, than ever before. 
The buying public however, is growing 
more and more discriminating, demand- 
ing not only absolute security of company, 
but acme of service and contract provi- 
sions, and all at a minimum of cost. 








Union Central agents are especially fa- 
vored in these essential particulars, and to 
their ranks are invited men, who can 
not only sell life insurance, but who can 
as well fittingly represent the principles and 
ideals of a great company. 


Address: Allan Waters, Supt. of Agents 


Che Union Central 
Life Insurance Co. 


CINCINNATI, O. 




















— 


LI) 















































December 17, 1915. 


THE EASTERN 


UNDERWRITER 





Dividend Estimate Litigation 


(Continued from page 2 


ure of the company’s liability. We have held 
in several cases that nothing outside of the 
policy such as the application or other prior 
contract can be pleaded by the company to 
modify its liability under the contract. The 
statute is for the protection of both the com- 
pany and the policyholder. Preliminary con- 
tracts previous to the issual of the policy can 
be shown by neither to defeat its operations. 

In the Statler case, the Ohio court 
took the position that an anti-discrimi- 
nation statute did not preclude recov- 
ery on the ground of fraudulent repre- 
sentations by the company. The Court 
said: 


This action does not seek to enforce the rep- 
resentations as a contract, but simply to re- 
cover the premiums that would not have been 
paid except for the representations. There is 
no discrimination contemplated in the repre- 
sentations, There is no intimation in the rep- 
resentations that Mrs. Statler was getting a 
better policy than others issued by the com- 
any. The representations affect matters de 
ors the contract. It was not the intention 
of the Legislature, in our opinton, by this stat- 
ute to prevent the recovery back of premiums 
secured by fraud 


Judge Cullen in his dissenting opin- 
ion in Langdon v. Northwestern refer- 
red to the subject of discrimination in 
the following words: “The suggestion 
that the plaintiff’s claim in some man- 
ner infringes upon or impairs the 
rights of others who may have been 
insured in his class may be summarily 
disposed of. The relation between the 
company and the insured under this 
form of policy is not that of a trustee 
and cestui que trust but merely of 
debtor and creditor.” It is to be re- 
gretted that the learned judge was not 
less summary in his disposition of the 
qvestion as his conclusion is a clear 
non sequitur. The fact that the legal 
relation between the company and the 
insured is that of debtor and creditor 
certainly does not justify a violation 
of the principle of mutuality and much 
less an infringement of the penal stat- 
ute forbidding discrimination. 

“Past Experience” 

Many of the estimate and illustra- 
tion documents state that the amounts 
given therein under the various options 
are based upon the past experience of 
the company. Of course “past experi- 
ence” does not necessarily mean that 
the company issuing the estimates had 
had policies mature of precisely the 
same form as the policy in question. 
I? that were the case, no company 
could have made an estimate of the 
results of a 20-year distribution policy 
until 20 years after it commenced to 
issue such policies. The natural and 
reasonable meaning of the expression, 
“rast experience” is the experience of 
the company with respect to mortality, 
expenses, interest earned on invest- 
ments, proportion of forfeitures, etc. 

In some cases (e. g. Donoho v. 
Equitable), the estimate document ex- 
pressly stated that the policy to be is- 
sued was a new form of insurance but 
tpat somewhat similar policies had 
been issued in the past and had matur- 
ei. In the Donoho case, “tontine sav- 
ings fund” policies had matured and 
the new policy was described as a “free 
tentine.” The Court in deciding in 
favor of the company said the plaintiff 
had failed to prove that the estimate 
was not based upon the actual results 
of “tontine savings fund” policies which 
had already matured. 

But even in estimates not expressed 
in language so guarded as that used in 
the Equitable policy in the Donoho 
case, the courts have held that the ex- 
pression “past experience” does not 
necessarily mean that a policy of the 
identical kind had matured. For in- 
stance in Grange v. Penn Mutual the 
Pennsylvania Supreme Court said: “It 
is conceded that at the time (of issu- 
ance of the policy), the experience of 
tle company with this class of policies 
was small. It had been issuing them 
for a few years only, and none had 
matured.” Nevertheless the court held 
that the estimate could fairly be said 
to be based on past experience of the 
cumpany. 

Conflict of Laws 

In Williams v. New York Life, the 

application provided that the contract 


srould “be construed according to the 
law of the State of New York. The 
Stpreme Court of Maryland held that 
the law of New York applied and cited 
the decision of the Appellate Division 
of the Supreme Court of New York in 
Untermyer v. Mutual Life as applica- 
ble. This was so held notwithstanding 
the fact that the contract was a Mary- 
land one.” 
Conclusion 

It is safe to say that on the whole 
the decisions of the courts on estimate 
cases have been very satisfactory from 
the point of view ot the companies. 
Such adverse decisions as Timlin v. 
Equitable in Wisconsin and Germania 
Life v. Bouldin in Mississippi have lost 
much of their dangerous effect by rea- 
son of subsequent decisions in those 
States in favor of the companies. Ot 
course the Supreme Courts of Wiscon- 
sin and Mississippi do not admit that 
they have reversed themselves, but it 
iS gratifying to note the much more 
reasonable attitude taken in their later 
decisions even though the earlier de- 
cisions are sought to be differentiated 
ard distinguished. 

The present favorable state of the 
decisions may safely be ascribed to the 
strenuous, unremitting and untiring ef- 
fcrts of the counsel of the companies 
to place the question involved before 
the courts in their true light. If the 
ccurts had generally adopted the con- 
tentions put forward by the plaintiffs in 
the cases I have mentioned in this 
paper, the result to the companies 
would have been disastrous in the ex- 
treme. We can therefore heartily con- 
gratulate the companies and their 
counsel upon their happy escape from 
@ critical siutation. 





Northwestern National Dividends 











The 1916 dividend scale of the North- 
western National of Minneapolis in 
part follows: 

Whole Life 
AGE AT ISSUE 


: 20 30 40 50 60 
Annual Premium. .$18.39 $23.18 $31.32 $46.14 $74.31 
Issues of 1914...... 2.69 3.23 413 5.70 8.62 
Issues of 1913..... 2.79 3.38 4.36 6.06 9.13 
Issues of 1912..... 2.89 3.53 4.60 6.42 9.64 
Issues of 10911..... 3-00 3.69 4.85 6.79 10.14 
Issues of 1Ig910..... 3-11 3.86 5.10 7.16 10.65 
Issues of 1909..... 3-22 4.03 5.37 7.54 11.15 
Issues of 1908..... 3-34 42% 5.63 7.92 11.64 
Issues of 1907..... 3-40 439 5.9% 8.30 12.13 
Issues of 1906..... 3-58 4.58 6.19 8.68 12.60 

20 Payment Life 

AGE AT ISSUE 

; 20 30 40 55 
Annual Premium ....$26.72 $31,83 $39.65 $63.19 
Issues of 1914.......... 3.00 3-53 4-37 7.01 
Issues of 1913.......... 3-23 3.82 4-74 7-53 
Issues Of 10912......00. 3-47 4.11 5.11 8.06 
Issues of 1911.......... 3-71 4.42 5.50 8.59 
Issues of 1910.......... 3-06 4.74 5.91 9.1 
Issues of er 5.07 6.33 9. 
Issues of 4.50 5.41 6.76 10.24 
Issues of 4-79 5.77 7.21 10.80 
Issues of 6 7.67 11.38 





tes _§.09 14 
20 Year Endowment 
AGE AT ISSUE 


30. 40 50 
Annual Premium $47.63 $48.85 $51.65 $50.33 
Issues o 5.22 5.56 6.49 
Issues of 5.75 6.10 7.05 
Issues of 6.30 6.66 7.63 
Issues of 6.88 7.24 .22 
Issues of 7.48 7.85 8.83 
Issues of 8.10 8.47 9.46 
Issues of 8.76 9.13 10.11 
Issues of 0.44 9.81 10.78 
Issues of 10.14 10.51 11.47 








ONCE A PROFESSOR 





E. M. Arnos, of Equitable Life, Writes 
75 Applications Since July 1, 1915 
in Michigan 





E. M. Arnos of Lansing, Michigan, 
has been doing splendid work during 
recent months. Since July 1 he has 
written personally and jointly with 
agents over 75 applications. Hardly a 
week passes that does not find his 
name on from one to eight cases. Mr. 
Arnos is a young man just turning 30, 
ard until early this year was a profes- 
sor in Olivet College, Michigan. He 
started as a part time man and found 
the work so profitable that on July 1 
he gave up his college position in or- 
der to devote all of his time to the 
Equitable Life Assurance Society. 





THE 


METROPOLITAN LIFE 





Hbibiptin oP 











Insurance Company 


(Incorporated by the State of New York) 





Of the P. 
The Company By the Penk 
For the People 
The Daily Average of the Company’s 
Business during 1914 was: 
626 per day in Number of Claims Paid 


8,040 per day in Number of Policies 
Issued and Revived. 

$1,708,728 per day in New Insurance 
Issued, Increased and Revived. 

$305,754.00 per day in Payments to 


Policyholders and Addition to Re- 
serve. 


$161,826.87 per day in Increase of 
Assets. 


——ioe 





JOHN R. HEGEMAN, President 








ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Southern Life 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1914; 





Is Paying its Policyholders over .......................+. 
GOOD TERRITORY FOR LIVE AGENTS 


Company 


99'256.046.00 
15,428,983.48 


+s ++++++-1,250,000.00 annually 








WILLIAM N. COMPTON 


General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 


DETERMINATION and ENERCY 
never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 
OF THE 







INSURANCE COM 
OF BOSTON MASSacHUSETTS 








Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 


of Pittsfield, Mase. 
Inc. 1861 


New policies with modern provisions 
W.D. Wyman, President 


Attractive literature 
W.S. Weld, Supt. of Agencies 








stick to it. 





IF your present connection is satisfactory and profitable, 
IF NOT, then contract with a WESTERN 
MUTUAL old line life company for territory in the GREAT 
and PROSPEROUS WEST. 

A few DESIRABLE OPENINGS just now, with liberal 
brokerage and renewal contracts for DESIRABLE men. 


Northwestern National Life Insurance Company 
MINNEAPOLIS 
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Subscription Price $8.00 a year. Single 
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Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 3 1879, 


THE NEW SELLING COURSE 

The announcement at the Conven- 
tion of the Association of Life Insur- 
ance Presidents, that the Carnegie In- 
stitute of Technology has decided to 
institute a scientific selling course, 
created only a mild interest among the 
presidents, largely because there were 
other important matters in 
discussion. The attitude of the presi- 
dents, as expressed to The Eastern 
Underwriter, is that any movement in 
the direction of system and science in 
salesmanship is welcome, no matter 
where it originates. Presidents will be 
glad to assist the Carnegie Institute 
of Technology in any way that they 
can: and if the new course does noth- 
ing but successfully analyze the defects 
of salesmen, it will be worth its foun- 


s» many 


dation. 

One of the life insurance presidents 
told The Eastern Underwriter that 
about fifty bond salesmen a week call 
at his office in Hartford. He said that 
not one out of fifty knew his busi- 
ness. Undoubtedly a great many life 
insurance men impress cases the same 
wey. Telling about the reasons that 
induced Carnegie Institute of Technol- 
ogy to introduce the selling course, 
President Woods, of the National Asso- 
ciation of Local Agents, was eloquent. 
If the Institute can get him for one of 
its lecturers course will be 
pushed a long way toward success. 

It is rather interesting to note the 
way the daily papers handled the an- 


the new 


nouncement of the new course. The 
New York Evening Post was some- 
what sarcastic. It said: 


read 
news 


The average citizen cannot 
with untroubled the 
which announces that the Carnegie 
Institute is to crusade 
among the colleges for the better 
teaching of salesmen. He knows 
all too well, as the Institute as- 
sures him, that there are at least 
1,000,000 salesmen in the country. 
He would that the statement 
that there are more life insurance 
salesmen in the United States than 
there are doctors or lawyers was 
such a truism that it sounded idi- 
otic. The one protection of the 
citizen’s purse has lain in the fact 
that at least one out of every two 
or three of these salesmen was so 
ill-grounded in efficiency methods 
reason. or earn- 


eye 


lead a 


say 


that a good some 


est persuasion short of physical 
force, would induce him to forsake 
his attack until a more favorable 
moment presented itself. The pros- 
pect that the whole million of 
American salesmen are to be 
brought to that pitch of efficiency 
where the business done by each 
is doubled or tripled is hardly 
short of appalling. There are al- 
ready a multitude of small schools, 
training agencies, and correspond- 
ence courses for salesmen, and the 
evidence that some do their work 
well is beyond refutation. Why 
bring in institutions of the first 
rank to make matters worse? The 
only hope is that some enterpris- 
ing universities will establish 
counter ventures, to train the pub- 
1ic in metnod of resisting salesmeu. 





FIRE INSURANCE EXPENSES 

The baffler for fire underwriters is 
not so much how to keep down the ex- 
pense as it is to put a finger on the 
cause for the rising expense. It is gen- 
erally on the expense rather than the 
underwriting rock that the small com- 
pany is wrecked. Every year it costs 
more money to operate a fire insur- 
ance company. Study the figures for 





the last decade and note how the ex- 
penses are climbing. Forty-five per 
cent. looms up in the distance, a 


gloomy object to avoid. 

Why is it costing more money for 
managerial expenses? Salaries are 
not going up; there are many econo- 
mies introduced by efficiency experts. 
Of course, there is the war revenue tax 
and some other burdens not borne in 
normal times. The Eastern Under- 
writer this week was permitted to look 
over an unusually interesting expense 
exhibit, carried out in percentages cov- 
ering every feature of expense of a 
leading fire company, prepared for the 
president who has made part of his 
success by knowing every detail of his 
business, This exhibit shows that part 
of the increase comes from the growing 
number of conferences in the fire in- 
surance business. Specials leaving the 
fie'd for a few days to confer in a large 
city with committeemen; com- 
pany Officers traveling to meetings, too. 
Additional requirements of insurance 
departments in tabulating reports cost 
more money. New fire insurance rat- 
ing laws are expensive until they are 
put into successful operation because 
of conferences and other details abso- 
lutely necessary. The contingent com- 
mission account is increasing with this 
company. The antagonism in some 
company circles to contingent commis- 
sions is based on the firm belief that 
contingents will cost the companies 
more money than is now being paid for 
securing business. As long as commit- 
tees are the order of the day a commit- 
tee to analyze fire insurance expenses 
could make a report of vital interest. 


other 





McDOWELL TO RESIGN? 


New England Equitable Rumor That 
New President of Company Will 
Be Elected 
It is rumored on William Street that 
Corwin McDowell, president of the New 
England Equitable, of Boston, will re- 
sign, and that some Western represen- 
tatives of the company will come to 

the home office. 














E. G. SIMMONS 


E. G. Simmons, one of the organizers 
of the Pan-American Life, and agency 
manager since the Company com- 
rmenced, has been made general man- 
ager. Mr. Simmons is a man of a par- 
ticularly wide experience, and as an 
agency builder he has been unusually 
successful. Other changes in the Pan- 
American follow: §S. Locke Breux has 
resigned as first vice-president in order 
te devote himself to the cotton busi- 
ness. He is succeedea as a member of 
the Pan-American board of directors 
by Buckner Chipley, vice-president 
and manager of the Naval Stores Mar- 
keting Company. Mr. Simmons is now 
first vice-president. President Ellis 
also announces that James E. Wood- 
ward, manager of the policy depart- 
ment, will be promoted to assistant 
secretary, and Friend W. Gleason, 
czshier for five years, will be made 
assistant treasurer. The Company is 
g:owing fast. Its admitted assets are 
in excess of $2,800,000. 


x * x 


Frederick H. Nash, general 
of the Columbian National, 
Association of Life Insurance Counsel 
an interesting half hour at the meet- 
ing last week by describing “A Com- 
edy of Jurisprudence in Georgia.” He 
hoped in this paper to confuse the 
minds of the legal gentlemen present 
ry telling them first a simple story of 
a lapsed policy, and then unfolding its 
progress through the medium of sev- 
eral Georgia courts, assisted by the 
constitution and laws of that State, 
until they become as puzzled as was 
Mr. Nash at the wonderful complexi- 
ties imposed upon a very simple mat- 
ter. Before he had proceeded far he 
succeeded. A gentleman in the building 
trades, a newcomer in Atlanta, during 
a period of temporary abstinence from 
aicohol, which had induced several at- 
tacks of delirium tremens while he 
was residing in North Carolina, took 
cut a policy of life insurance payable 
to his wife. He represented that he 
dic not take and had never taken more 
alcohol than a glass of beer once or 
twice a week. He paid half the annual 
premium, and gave a six months’ note 
for the balance, which provided that, if 
not paid when due without grace, the 
policy should be void, except for any 
surrender value. He did not pay the 
note, and died of acute alcoholism 
three weeks after its maturity. The 
afternoon before he died, a local agent 
wrote requesting him to pay the note. 
This letter was received and opened by 
his widow. He had paid six months’ 
premium and had enjoyed his policy 


counsel 
gave the 


for six months. Upon these facts, who 
wculd look for serious danger? But 
the constitution of Georgia and its 
statutes had prepared the scene.for a 
comedy of judicial decisions and their 
recital was one of the features of the 
Life Counsels meeting. 


* * * 


W. N. Magown, the new manager of 
the workmen’s compensation depart- 
ment for the Pennsylvania Insurance 
Department has had full charge under 
Insurance Commissioner Hardison, of 
compensation matters in Massachusetts 
since the Act went into effect in that 
commonwealth. Up to that time en- 
gaged in the shipping business, he 
applied himself with such intelligence 
to his new duties that he soon became 
recognized as an efficient official of the 
highest caliber, conducting his comp!ex 
duties—for they involved the sanction- 
ing of rates submitted to the depart- 
ment by the companies among whom 
there was bitter rivalry, with ability 
and tact. Indeed his name was con- 
sidered by a committee of the com- 
panies, for the management of the re- 
cently established Massachusetts rating 
bureau, which his friend and superior in 
the department, Deputy Commissioner 
L. G. Hodgkins, finally secured on the 
recommendation, largely of the Com- 
missioner himself who believed that the 
interests of the new bureau would be 
best served by one who had had no 
relations whatever with the companies 
On compensation ratings. Mr. Magown 
is in his prime, is a strong man and 
thoroughly ccmpetent. 


a * + 


The funeral of E. E. Wakefield, as- 
sistant manager of the General Fire of 
Paris and Urbaine took place in De- 
troit on Monday of this week and was 
attended by many fire insurance men. 
Mr. Wakefield was one of the most 
popular figures among fire insurance 
men, His death resulted from typhoid 
fever. He came to New York in 1914, 
having previously been in the Western 
department of the National. 

= ” 7 


Judge W. A. Day, of the Equitable; 
Alfred D. Foster, of the New England 
Mutual; Jesse R. Clark, of the Union 
Central; George B. Stadden, of the 
Franklin; J. C. Cummins, of the Equi- 
table of Iowa, and George |. Cochran, 
of the Pacific Mutual, were the six life 
insurance presidents picked out by the 
United Press to interview in New York 
last week on business conditions. The 
United Press wanted men from all sec- 
tions of the country, and its reporters 


neglected only the South, which was 
through a misadvertence. The presi- 


dents all said that prosperity is sweep- 
ing the country. 
* + * 


F. J. Stone, for forty-five years head 
accountant of the North British & Mer- 
cantile, who recently resigned, was 
presented with a Victrola by the North 
British & Mercantile staff this week. 
Another interesting event in the home 
office was the “unveiling” on a wall of 
a 26% pound fish caught off Cape May 
by C. R. Perkins, deputy assistant 
Inanager. 


GOES WITH GREAT SOUTHERN 


J. R. Railey, Formerly of Southland, 
to Continue at Waco in Ne 
Connection . 





The Great Southern Life Insurance 
Company of Houston, Tex., has made 
a contract with J. R. Railey, formerly 
vice-president of the Southland of Dal- 
las. He has been in charge of. the 
Seuthland’s Central Texas branch of- 
fice at Waco. He will remain in that 
territory for the Great Southern. 
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Fire Insurance Department a 


FIGHT OVER EXPIRATIONS 


COMPANIES SUE AT SYRACUSE 








Irjunction Against Murphy and Leon- 
ard, Turnbull & Johnson Agencies 
Sought By Companies 


Syracuse, N. Y., Dec. 15.—The Alle- 
mannia Fire of Pittsburgh, German- 
American of Pennsylvania and the New 
Jersey Fire, are seeking to enjoin Ber- 
nard F. Murphy from retaining posses- 
sion of policy registers, daily report 
sneets and other property which the 
companies alle.2 belong to them. The 
Thomas Murphy Insurance Agency, to 
which Mr. Murphy succeeded at the 
death of his father, represented these 
three companies up to the time the 
concerns cancelled theim agencies due 
t» differences arising between them 
and their former local agent. 


Murphy Makes Denial 

Charges that Mr. Murphy had failed 
to turn over practically $6,000 in pre- 
miums which the companies claim 
were collected by Mr. Murphy or his 
agents, were made by Attorney Charles 
V. Byrne in Special Term before Jus- 
tice Leonard ©. Crouch. Mr. Byrne 
appeared for the three fire insur- 
ance companies. Attorney George W. 
O'Brien, representing Mr. Murphy, de- 
nied that any sums to which the com- 
panies were entitled had been held 
beck from them by Mr. Murphy. 

“These companies said that Mr. Mur- 
phy owed them thousands of dollars,” 
Mr. O’Brien said, “but when the show- 
down came and we challenged them to 
produce the receipts they claimed to 
have in their possession showing that 
premiums had been pai@ and not turn- 
ed in to these companies, they failed to 
cdo so and the alleged receipts did not 
materialize.” 

The insurance companies alleged 
that Mr. Murphy has wrongfully made 
copies of the policy registers, the re- 
port sheets and other papers, and now 
that the companies have severed their 
business relations with him, he intends 
to use these figures to the detriment 
of the three corporations. They alleged 
that he intends to solicit insurance 
from holders of policies which are 
about to expire for the sole purpose of 
turning the insurance to other concerns. 
In addition they claim Mr. Murphy in- 
tends to persuade their customers to 
cancel their policies and take out new 
ones with other companies. To avoid 
ail these impending dangers, the three 
companies are seeking injunctions to 
restrain Mr. Murphy from copying and 
keeping these copies of their records, 
avd to prevent the information dis- 
closed by the records from fe"'ing into 
the hands of rival insurance companies. 

“There was no dispute concerning 
tne ownership of these records in times 
of peace between these companies anda 
Mr. Murphy,” said Mr. O’Brien in op- 
posing the application for the injunc- 
ticns. “The companies and their agents 
who came here considered the records 
as belonging to the local agents and 
always asked permission when they 
wished to scan them. Now, in times of 
war between these two factions the 
companies say the records belong to 
them, in spite of an agreement made 
last January settling all differences 
which had arisen previous to that 
time.” 


Seek to Enjoin Leonard, Turnbull & 
Johnson 

The same three insurance companies 
with Berry, Tremaine & Co. and Geo. 
Berry of New York, seek an injunction 
against Leonard, Turnbull & Johnson 
and Glenn H. Johnson, secretary of 
that company, basing their claim on 
allegations similar to those made 
against Mr. Murphy. Attorney George 
H. Bond appeared in opposition to that 
motion for the defendants. 


ENTERS PORTO RICO 





Hartford Appoints Sanchez, Morales & 
Co., Headquarters at Ponce—San- 
chez a Legislative President 





The Hartford has made arrange- 
ments to enter the island of Porto 
Rico. Messrs. Sanchez, Morales & Co., 
a prominent mercantile firm, which has 
a well-organized insurance department, 
with headquarters in San Juan and 
branches at Ponce and Mayaguez, has 
been appointed agents. 

Don Luis Sanchez is president of the 
Legislative Council. Insurance inter- 
ests of the firm are in charge of A. S. 
Belaval, who is assisted by Walter 
Tischer. 





SCOTTISH U. & N. 90 YEARS OLD 





Company’s Fire Premiums Last Year 
Reported to Directors at More 
Than $3,800,000 


The Scottish Union & National is 
ninety years old. At the annual meet- 
ing in Edinburgh last month the figures 
for 1914 were read. The fire insurance 
premiums for 1914 were £764,167. Loss- 
es £456,137. The financial position of the 
Company is very strong, particularly 
in the fire insurance division, for, in ad- 
dition to the unusually large reserve 
for unexpired liability, there is a gen- 
eral reserve of £300,000 and, taking 
in the profit and loss balance of £86,- 
395, policyholders have as security for 
their contracts a fund (apart from a 
paid-up capital of £300,000) amounting 
tc £768,478, or more than a year’s pre- 
mium income. A 20 per cent. dividend 
was maintained. 








H. J. IDE FOR PRESIDENT 





Nominated by New England Insurance 
Exchange Committee—General 
Agent for Company 





Boston, Dec. 14.—At the meeting of 
the New England Insurance Exchange 
last Saturday, the nominating commit- 
tee submitted the name of H. J. Ide, 
general agent for the American, Albany, 
Eastern Underwriters, Camden, Virginia 
and German American of Pa., for 
president. He is a veteran in the ser- 
vice of the Exchange and one of it 
most highly respected members. Other 
names submitted were those of E. S. 
Archer, special agent for the German 
American for Western New England, 
2nd vice-president; W. B. Cruttenden, 
Springfield and C. H. Hoxie, Glens 
Falls, executive committee. 





SPRINKLER LEAKAGE POLICIES 


In response to an inquiry from In- 
surance Commissioner Frank H. Hardi- 
son, Assistant Attorney General 
Barum, with reference to certain forms 
for sprinkler leakage policies, says 
that “It does not seem to me that either 
of these forms constitute a separate 
and disinct policy within the meaning 
of the statute, nor that either of them 
is substantially the same as the con- 
tract which you recently discussed 
with me and which I am also returning 
to you herewith. The form which has 
upon it the number ‘4’ provides ‘that 
the aggregate liability under this policy 
and the above-mentioned fire policy shall 
not exceed the amount of the said fire 
policy,’ indicating that only one con- 
tract is really intended, and that this 
document and the fire policy constitute 
but one contractual obligation. 

“The foregoing is even more true 
with regard to the form which has the 
number ‘5’ upon it. It purports to be 
nothing more than a rider or amend- 
ment to the fire policy.” 

At the meeting of the Boston Board 
of Fire Underwriters on Tuesday of 
this week the rule modifying the 
method of selecting appraisers was 
adopted. 
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SERVICE THAT SATISFIES 
Cash Capital One Million Dollars. 
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FOR RE- ENACTMENT OF TAX 
Bulletin of Agents’ Association Asks 
Members of Association to Com- 
municate With Washington 








The National Association of Insur- 
ance Agents, in the Bulletin (its official 
organ) this week publishes the follow- 
ing editorial: 

“The Bulletin has reason 
that prominent fire and casualty com- 
panies will endeavor to an 
amendment in Congress to the revenue 
stamp tax which will oblige 
to collect the tax from the assured. 

“Agents will recognize what the ef- 
fect of such an amendment will 
lixely be; its great unpopularity 
the policyholders, the probable demo- 
ralization which will ensue, and the 
probability that agents themselves will 
eventually be forced to pay it. 

“In effect, therefore, the amendment 
proposed by the companies would tend 
tc. force the payment of the tax upon 
the agents. This intention the compa- 
nies disavow; nevertheless that will 
be the effect. 


to believe 
secure 


the agents 


very 
with 


Says Quick Action Necessary 
“Under the circumstances the Bulle- 
tin suggests that local agents immedi- 
ately communicate with their represen- 
tatives in Congress, recommending the 
re-enactment of the law in the same 
form as last year, in which case the 
tax will be paid by the companies. 
“The matter is now up for early 
enactment, and quick action is neces 
sary for the agents if they are to save 
themselves from the payment of this 
tax, as was threatened a year ago.” 





Rochester insurance men have 
pledged themselves to aid the sale of 
Red Cross seals. 


NATIONALUNION 


FIRE INSURANCE Co. 


. OF Pitrssurc,Pa 





GOOD AGENTS 
in open territory who desire to represent a Company having 
ample capital and resources, capable and efficient management 
excellent facilities and unexcelled service, should communicate 


NATIONAL UNION 
a company whose operations have been conspicuous for fair 
dealing, whose loss paying record—both conflagration and rou- 
tine—has always been characterized by promptness and the 


Its efficiency and agency co-operation have merited the 
permanent support of 4000 Agents. 


Why not make this Company your source of supply and 
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SYRACUSE “RATES 
Dec. 13.—An 
began at once by 


Syracuse, 
will be 


investigation 
engineers in 


The employ of the Underwriters’ As 
sociation of New York State to deter- 
mine if the precautions taken by the 


Will administration to decrease the fire 
hazard risk in this city warrants a de- 
crease in insurance rates generally. 

The administration 
chased thousands of 
automobile 


says it has pur- 
dollars worth of 
fire-fighting apparatus, in- 
stalled new and larger water mains in 
the districts where there was danger 
and has completed the construction of 
the central fire alarm and telegraph 
system. 


HOPEWELL NOT A SURPRISE 








Conflagration Had Been Predicted— 
Mutuals Said to Have Taken 
Many Risks 
The burning of Hopewell, Va., the 
mushroom war munitions city, was 
prophesied in a story published by The 
Eastern Underwriter a week before the 
conflagration. Letters received from 
underwriters in Virginia were to the 
effect that even at 15 per cent. compa- 
nies as a rule refused to write the 
frame rows that abounded there. Most 
of the buildings were not insured by 
stock companies. Mutuals are said to 
h.ve had considerable loss. In what is 
called the Hopewell district there 
were several little communities, some 


of which have dwellings which 
arated by lawns. It was the congested 
district that burned A good idea of 
what the district was before the fire 
can be gained by pictures published in 
one of the fifteen cent magazines, No- 
vember issue. 


are sep- 


Hopewell will be 
saner lines. 


reconstructed along 
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Decision Means 4% 
Tax on Companies 
(Continued from page 1.) 
has paid nothing whatever to the city, 
and only one-half of 1 per cent. on the 
premiums collected by it to the State. 

t would seem, therefore, that it has an 
unfair advantage over domestic com- 
panies, which pay 1 per cent. to the 
State. The issues herein practically 
arise de novo, as the plaintiff and his 
predecessors have hitherto neglected 
to institute legal proceedings for the 
collection of the license fees provided 
in the statute to be paid by the agents 
of foreign insurance companies. That 
the State may impose stringent condi- 
tions upon foreign companies incident 
tc the transaction within its limit of 
the business of insurance has long been 
the settled law of this State. (People 
v. Fire Association of Philadelphia, 92 
N. Y. 311). 

“This statute has already been con- 
strued and its manifest purpose has 
been set forth in the case of Fire De- 
partment v. Stanton (159 
In that case the court said: ‘The ob- 
vious purpose of this legislation was 
to promote and to strengthen the de- 
development of domestic corporations 
by removing the element of an unfair 
competition on the part of corporations 
o” associations organized in other 
States, and an additional politic pur- 
pose may have been in the direction 
ct a promotion of the safety of the citi- 
another part of 


zen in insuring.’ In 

the well considered opinion may be 
read: ‘It may be observed that the 
statute imposes not exactly a tax, but 


a license fee, to be paid by those per- 
scns who as agents seek to build up 
the fire insurance business in the City 
of New York for principals who have 
not incorporated under the State law.’ 

“The first objection of the defendant 
to be considered is whether or not the 
charter provision embraces the term 
‘re-insurance’ as well as the term ‘in- 
surance.’ The section reads that the 
agent shall pay ‘for any insurance 
against loss or injury by fire in the 
city effected or agreed to be effected 
or promised by him as such agent.’ It 
would seem that the word ‘any’ is suf- 
ficiently broad to take in every form 
of insurance against loss or injury by 
fire, especially since the term ‘re-insur- 
ance’ is defined to be a contract that 
one insurer makes with another to pro- 
tect the first from the risk he has al- 
ready assumed. 

Meaning of Word “Insurance” 

“IT am disposed to hold that the word 
‘insurance’ has no narrow or restrictive 
meaning, and that it takes in any form 
ot fire insurance; to hold otherwise 
would be in effect to defeat the pur- 
pose of the statute. The defendant fur- 
ther claims that the section of the 
charter does not by its terms apply to 
the agent of a re-insurance company, 
and providing for a tax, as it does, 
that it may not be amplified by impli- 
cation. But it has been held that the 
statute imposes not precisely a tax but 
a license fee, to be paid by those per- 


sons who as agents seek to build up 
the fire insurance business in the City 
ot New York for principals who have 
not incorporated in this State (Fire 
Dept. v. Stanton, 159 N. Y., supra). 
Moreover, the statute should be con- 
strued with reference to the purpose 
er the Legislature in enacting it; that 
purpose was to strengthen the devel- 


opment of domestic corporations en- 
gaging in the business of fire insurance 
in this State, and to remove therefrom 
unfair competition on the part of cor- 
porations or associations organized in 
other States. A statute is to be con- 
strued so as to give it an interpreta- 
tion not inconsistent with the purposes 
of the act. Under section 187 of the 
Tax Law a domestic fire insurance 
company must pay to the State an an- 
nual tax of 1 per cent. on all premiums 
of insurance or re-insurance, while 
foreign fire insurance companies pay 
to the State but five-tenths of one per 


cent. on all premiums of insurance and 
re-insurance, 


in addition to all other 


fees, licenses or taxes imposed by that 
Or any other law. If the defendant’s 
contention be sound, that under the 
provisions of section 799 of the Charter 
no tax or license fee is to be paid to 
the City of New York by the agents of 
foreign fire insurance companies on 
policies of re-insurance, the purpose of 
the statute would be defeated. It is 
significant that under section 187 of 
the Tax Law there is in this provision: 
‘The tax imposed by this section shall 
te in addition to all other fees, licens- 
es or taxes imposed by this or any 
other law * * 
The Quectinn of Agency 

“Finally, with respect to the question 
of agency, I think there is no doubt 
that the defendant was the agent of 
the re-insurance company within the 
meaning of the statute. In the case 
of Fire Department vy. Stanton (supra) 
the defendant claimed that he was the 
general manager of the ‘American 
Lloyds’ and that he did not effect or 
receive premiums. He claimed that 
they were effected through brokers, and 
the premiums therefor were paid to the 
underwriters. He was sued for a per- 
centage of the premiums received by 
him under section 799 of the Greater 
New York Charter. In its opinion the 
court said: ‘But this objection is dis- 
posed of by the finding of the trial 
judge that the defendant acted as 
agent for the association of underwrit- 
ers in question and received premiums 
for effecting insurance. This finding is 
not only justified by the evidence, but 
partly by the averment in the answer 
that ‘as general manager and attorney 
in fact * * * he has received pre- 
miums of insurance effected on prop- 
erty in the City of New York.’ 

“The defendant herein testified that 
he was the United States manager of 
the re-insurance company and the sole 
representative of that company in the 
United States, except a board of trus- 
tees, who had nothing to do with the 
transaction of the general business of 
the company; that he maintained an 
oftice in the City of New York; that 
he negotiated with the representatives 
of direct insurance companies and 
agreed with them upon the terms that 
were placed in insurance contracts or 
tieaties; that he signed them as man- 
acer; that he did many other acts 
which unquestionably indicate that he 
was the agent of the re-insurance com- 
pany, and effected policies of fire in- 
surance in behalf of that company in 
the City of New York. I am satisfied, 
in conclusion, that the statute in ques- 
tion should be construed so as to re- 
quire the agents of foreign fire insur- 
ance companies to pay the percentage 
provided on all policies of re-insurance 
as well as on all policies of direct in- 
surance. By such construction the 
purposes of the act would be fulfilled 
and the intention of the Legislature to 
discriminate against foreign companies 
would be established. Judgment for 
the plaintiff for an accounting, as de- 
manded in the complaint. Decision and 
judgment to be settled on notice.” 





HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 
TEUTONIA FIRE INSURANCE, CO., Pittsburgh, Pa. 
CAPITAL FIRE INSURANCE CO., Concord, N. H. 


NEW YORK STATE DEPARTMENT 
PERCY B. DUTTON, Manager, Rochester, N. Y. 











WALTER F. ERRICKSON 


Newark and Suburban New Jersey Agency 
38-40 CLINTON STREET — TELEPHONE 8266 MARKET — NEWARK, NEW JERSEY 


BUSINESS SOLICITED THROUGHOUT THE UNITED STATES FOR 
THE ATLAS ASSURANCE COMPANY 








SCHAEFER & SHEVLIN 
2 LIBERTY STREET GENERAL AGENTS NEW YORK, NH. Y. 
REPRESENTING 
DUBUQUE FIRE AND MARINE INSURANCE CO. 
Excellent Facilities for Handling Suburban and Out Of Town Business 
Phone: John 2312 








EDWARD GAMBEL 


INSURANCE AGENCY 
Telephone: John 3189 NEW YORK CITY 


Representing 
THE ARLINGTON FIRE THE ARIZONA FIRE 
Washington, D. C. hoenix, Ariz. 
SPECIAL FACILITIES FOR OUT-OF-TOWN BUSINESS 


37-36 LIBERTY STREET 








INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 
RICHARD D. HARVEY 


United States Manager 





United States Branch 
92 William Street, New York 








FIRE ASSOCIATION PHILADELPHIA F 


Office: Company’s Building, 407-409 Walnut St. 
Organized 1817 Incorporated 1820 Charter Perpetual 
Cash Capital $750,000 Assets $9,091,141 


E. O. IRWIN, President CONDERMAN, 
MG. GARRIGUES, Sse ond Tee Vice-President 
R. N. GEL Jr., Asst. Sec. and Treas. 
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| Insurance Company, Ltd. 
OF YORK, ENGLAND 
The “YORKSHIRE” is th hate fe Py bah 
e“ ” is the Pde i Strongest of the lish Fire Com - 
tofore represented in the Unite Btates ener aes 
FRANK & DuBOIS, U.8. Managers ERNEST B. BOYD, Underwriting Manager 
0. E. LANE, Assistant Manager, 80 Maiden Lane, New York 
New York Life Insurance & Trust Co., U. 8. Trustee, 52 Wall Street 
PACIFIC COAST DEPARTMENT, McClure art — x ~ Francisco, Cal. 
CAROLINA vee ae aah _ > omer, Greensboro, N. 
Louisiana & Mississippi Department, ah - B. ROSS, : tty = oe, Managers, ‘Aiaom, - 








Office 
PHILADELPHIA 


325 Walnut Street 











Clarence A. Krouse & Co. 
GENERAL INSURANCE AGENTS 
PENNSYLVANIA = 


Making a Specialty of FIRE, TORNADO and LIABILITY Insurance 


With over twenty-five years continuous experience, we are thoroughly qualified to 
properly safeguard your clients interests 


Sixteen leading Companies represented in our agency 


YOUR PATRONAGE IS SOLICITED 


Office 


NEW JERSEY 
Stone Harbor and Haddonfield 
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NEW MANAGERS OF SVEA TO BE AGGRESSIVE 


J. M. Wennstrom Due From Sweden About First of the Year 
—Business Reporting to New York Has Increased 
50 per cent. in Three Years 








It is not known exactly when J. M. 
Wennstrom, the international under- 
writing and insurance engineering ex- 
pert, will return to America to take up 
his new duties as joint manager of the 
United States Branch of the Svea. It 





J. M. WENNSTROM 


will probably be after the holidays. 
Soon after his arrival he will visit the 
Pacific Coast Department, probably 
spending a couple of months there. His 
Ccast trip will be as a home office rep- 
resentative, however, as the United 
States Branch has jurisdiction only as 
far west as Nebraska. During the past 
five years Mr. Wennstrom has spent 
considerable time in this country and 
ix well posted on conditions here. 
Joint Manager Benjamin R. Mowry, 
who will represent the Svea in the com- 
peny conferences and other organiza- 
tions and bureaus, and who is widely 
known to and respected by agents, said 
this week to The Eastern Underwriter 
that the new Svea management will be 
aggressive. It is already well planted 


a.d has unusually excellent re-insur- 
ance facilities, enabling it to furnish 
extensive accommodations to agents. 
The agents, by the way, are pleased 
by the new appointments. The new 
joint managers are unusually capable 











BENJAMIN R. MOWRY 


insurance men. When Mr. Wennstron 
returns from the Coast Mr. Mowry will 
pay a visit to the field, visiting many 
of the leading agencies of the Compa- 
ray. He has been tied to his desk for 
months and has not had a vacation 
this year. 

Despite the war the Svea has held its 
own this year. The Company has been 
constantly growing in American popu- 
larity of late, the business under the 
direction of New York having made a 
gain in net premium volume of 50 per 
cent. during the past three years. The 
management regards the 1915 loss as 
setisfactory. Everything indicates that 
beginning with 1916 the Svea wil) be 
even a more potent factor in the field 
than formerly. 








Cc. M. HENRY, PRESIDENT 
C. M. Henry, who was elected presi- 
dent of the Fire Insurance Society oi 
Newark on Tuesday, is the son of the 
former president of the Newark Fire, 
and was himself secretary of the Com- 
pany at one time. As a local agent he 
represents the Hanover Fire and the 
automobile department of the Ameri- 
can of Newark. 
William S. Rosenstrauch and J. J. 
Crawley were elected vice-presidents. 
The Executive Committee consists of 


Robert C. King, Charles T. Ziegler, 
William A. Hall, Jr., and Lockwood M. 
Seely. 


NEW AUTO DEPARTMENT 
Phoenix of Hartford and the Equita- 


ble have opened an automobile depart- 
ment. 


The City Insurance Co. of Pitts- 
burgh, announces the appointment as 
Special Agent for Pennsylvania, Edwin 
C. Wolff, who has been in the field as 
special agent for many years, Mr. 
Wolff is at present the Special Agent 
for the North Branch Fire of Sunbury, 
and will continue in that capacity, in 
conjunction with his new appointment. 











CASH CAPITAL $700,000.00 


CLEVELAND NATIONAL rm o.tuns. resin 


Fire INSURANCE COMPANY 
CLEVELAND, OHIO 


A strong, modern Company that believes in the American 
Agency System and upholds it 


APPLICATIONS FOR AGENCIES DESIRED 


6. T. BROWN, Secretary 


J. Hl. MACFARLANE, 
Managing Underwriter 





NATIONAL FIRE 


Capital Stock All Cash 


Legal Standard 
Unsettled Losses and Other Claims 


H. A. Smith, President Ss. 
G. H. Tryon, Secretar 
F. D. Layton, Asst. 


ecy. E. E. 





OF HARTFORD, CONN. 


Statement January 1, 1915, to New York Insurance Department 
LIABILITIES 


90sec enesersscsevecvcocssseccooses $ 2,000,000.00 
Funds Reserved to Meet All Liabilities, Re-Insurance Reserve, 





Total Assets, January 1, 1915 ... 


T. Maxwell, Asst. Secy. F. B. 
C. S. Langdon, Asst. Secy. Ww. 
Pike, Asst. Secy. od 


TLL ELT $5,501,249.48 


Surplus to Policy Holders 


INSURANCE CO. 


8,994,582.95 
1,553»593-01 
3,501.249.48 


patent $16,049,425.44 


Seymour, Treasurer 
J. Fredrick, Asst. Treas. 
B. Roulet, Gen. Agt. 














NEW JERSEY NOTES 


TO SEGREGATE WAR PREMIUMS 


ACTION OF NEW JERSEY DEP’T. 




















Reported That Munition Plant Premi- 





ums Will Foot a Million 
This Year 
Companies were considerably  sur- 
prised this week to receive from the 


Department of Banking and Insurance 
of New Jersey, the request that in their 
annual returns the amount of premi- 
ums and liability for war business be 
segregated. Such request is decidedly 
unusual, and New Jersey is the only 
State making it. It is understood that 
the premiums on plants, known as war 


risks in New Jersey will foot up to 
about $1,000,000 this year. As is well 
known New Jersey has been a center 


for these plants. The rates run up as 
far as 5 or 6 per cent., the latter for a 
picric acid plant. 

In asking the average rate of New 
Jersey it would be unfair for students 
ef the business or for public men to 
compare the average rate of this year 
with the average rate of last year in 
view of the high rates for the war 
business; and it is believed that the 
idea back of the insurance commission- 
er’s mind in asking for this war pre- 
mium segregation is merely a question 
of economics. Knowing the premiums 
on war risks, it will be easy to learn 
whether the normal average rate in 
New Jersey, 88 per cent, last year, is 
going up or going down. 





BOYDEN SHOE LOSS 
Estimated at $100,000—$120,000 Insur- 
ance on Machinery and Stock; 
Started in Cement Shed 
The year could not come to an end 
in Newark without a large loss, and on 


Wednesday of this week the Boyden 
Shoe Factory burned. The estimated 
less was $100,000. Insurance on ma- 
chinery and stock was as follows: 
Home, $50,000; Springfield, $7,500; 
Penn, $10,000; Queen, $5,000; Norw 
Un. $7,500; Palatine, $7,500; G. & R., 
$7,500; Conn., $10,000; Citizens, $7,500; 
Fire Ass’n., $7,500. 


On building the L. & L. & G., Ameri- 
can of Newark, and German-American 
had $5,100. The fire started in a ce- 
ment shed. An interesting point about 
the insurance is that a number of poli 
cies which expired were not renewed 


G. W. SMITH, JR., WITH BYRNE 


Has Had Many Years’ Experience in 
Liability Business—B. J. Daly 
Promoted in Newark 


George W. Smith, Jr., has been made 
superintendent of the Casualty Depart- 


ment of Joseph M. Byrne & Co., New- 
ark. He is a man of wide experience 
in the business He started with the 
F. & C. many years ago, and went with 
the Travelers as an underwriter in the 
home office. Later, he became super- 
intendent of the liability department 


of the Ocean; next, manager of the lia- 
bility department of the Empire State. 
He comes to Newark from Rochester, 
New York, where he was underwriter 
for the Aetna. It is unusual for a gen- 
eral agency to get a man of such exten- 
sive experience as that of Mr. Smith, 
and the Byrne office is to be congratu- 
lated. 


jernard J. Daly of the Byrne office 
has been appointed office manager of 
the casualty department 


SIXTY YEARS OLD 





Firemen’s of Newark Was Started in 
Office of An Insurance Agent 


in 1855 

The Firemen’s of Newark is sixty 
years old. In the six decades of its ex- 
istence it has built up assets of $7,- 

0,000 and has paid fire losses of 
$16,000,000. It was started in the real 
estate and insurance agency office of 
King & Bond at 791 Broad street. 
Later, its offices were in the basement 
of the Newark Savings Bank Building; 


later in the Frelinghuysen Building; 
and from there the Company moved to 
the present home office building, a 


sixteen story structure at Broad and 
Market street. It is said more people 
pass the Firemen’s Building every day 
than any other building in the State 

Daniel H. Dunham, president of the 


Firemen’s, has been with the Company 
fcrty-eight years. He began at the bot 
tom, and in 1895 reached the presi 
dency. John Kay and Neal Bassett are 
vice-presidents Mr. Kay has been 
with the Company twenty-seven years; 
Mr jassett 1901 4. H. Hassin 
ger, secretary, joined the Firemen’'s 
thirty-three years ago 


since 


NEWARK APPOINTMENT 
Williams, a 

insurance man, 
Northern New Jersey 
of the Philadelphia 


well-known 

been 
rep 

Life 


Sylvester 
Newark 
appointed 
resentative 


fire has 








Authorized Capital $500,000 


Brirnit National #ire 
Iusurance Cn. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 


lines of permanence 


AGENCY CONNECTIONS SOLICITED 
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DEFINES AGENTS’ AUTHORITY 


ADDRESS OF FREDERICK T. CASE 





Talk to Insurance Society Covers Two 
Clauses of New York Standard 
Fire Policy 

Frederick T. Case, of the New York 
Bar, spoke to the Insurance Society of 
New York on Tuesday on “The Agent— 
Powers of Agents and Officers of The 
Company.” The address of Mr. Case is 
given in part as follows: 

“The ordinary law of agency being 
as it is and the companies having 
always to act through agents of greater 
or less power and intelligence, it be- 
comes evident that the companies are 
to a very remarkable degree at the 
mercy of their local agents, adjusters 
and other representatives. The local 
agent may say to the assured your 
chattel mortgages, or your barrels of 
gasoline will not make any difference 
with your insurance, The adjuster can 
readily say never mind about a proof of 
loss, I see what you have and I will tell 
the company’s loss department all 
about it. It was undoubtedly for the 
purpose of avoiding the innumerable 
difficulties in which the agents may in- 
volve the companies that the framers 


of the New York Standard Policy in- 
serted the two clauses as to agency. 
They were not new ideas but were 


found in similar if not in identical form 
in other policies that were then in 


use by some of the companies. 
Written Authorization 
“The first of these clauses was that 


‘in any matter relating to this insurance 
no person unless duly authorized in 
writing shall be deemed an agent of 
this company.’ It is hard for us to see 


exactly what the framers of the policy 
had in mind when they used that 
clause. They must have known per- 
fectly well that there are constantly a 
great number of agents of the insur- 
ance companies who have no written 


Recently, I had occasion to 
an over due balance. 
I desired to show 
and I then found 


authority. 
sue an agent for 
To prove the agency, 
written authorization, 
that by peculiar chance no _ written 
commission had ever been issued to 
him. He had been acting as an agent 
for the company, and had done a large 
them for some- 


volume of business for 

thing like eight years or more. Mani- 
festly he had been the company’s 
agent, and he had issued and signed 
thousands of policies containing this 
clause that no one should be deemed 
an agent of the company unless auth- 
orized in writing. If this clause were 
held to be strictly binding as between 
the insured and the company, we could 
deny liability under every policy 


simply and solely 
received written 


written by that agent, 
because he had never 


authorization from the company. If 
that clause could be invoked literally 
the companies might do well to ap- 
point all agent orally and then they 
could recognize his authority in all 
honest and objectionable losses, and 
deny his authority in the fraudulent 
cases. 

“This clause and similar clauses 
have come before the courts on 
numerous occasions and it has been 


held always that a man is or is not an 
agent without regard to any clauses or 
provisions stated in the _ contract. 
Thus, if you had a Mr. Smith as your 
local agent in Syracuse for the past ten 
years, you cannot unmake or disaffirm 
such agency merely by a clause in the 
policies he writes as your agent. It it 
is true that Mr. Smith is your agent, it 
does not become untrue merely by the 
insertion of a clause to the contrary in 
the policies. This same idea is ex- 
pressed by one high authority where he 
says in effect that these provisions in 
the policies are not necessarily illegal 
and are held to be binding if not untrue. 
Object of Clause 

“This provision was put into the 
policy primarily to save the companies 
from liability for acts and statements 
of brokers. Many of us have had oc- 
casion to learn why so many property 


owners regard the brokers as the agent 
for the company. First of all, he is 
paid by the company. The rate of 
premium is fixed by the companies and 
the assured pays only that premium 
without giving any compensation to the 
broker for his work. The assured very 
likely does not know whether the 
broker is a salaried man, or on com- 
mission, or on both salary and commis- 
sion. But he does know that the 
broker looks solely to the company for 
his pay. 

“Then too, the broker delivers the 
policy and collects the premium. He 
comes into the assured’s place of busi- 
ness, and having obtained the line he 
says to the assured, ‘consider yourself 
insured from this moment,—I will bring 
the policy as soon as I can have it 
written up.’ A few days later he 
brings around the policy and collects 
the premium. If the broker had been a 
salaried solicitor of insurance, his 
actions and his statements would have 
been no different. Moreover, the com- 
pany usually has a running account 
with the broker, giving him sixty or 
ninety days credit for payment of 
premiums, charging his a¢count with 
return premiums. They have a regular 
course of business whereby the policy 
is handed to the broker for delivery to 
the assured, and the broker is expected 
to collect the premium and then within 
sixty or ninety days he remits to the 
company, less commissions and subject 
to other proper credits and allowances 
that may have accrued. 


Broker is Agent of Company 

“When these facts have been called 
to the attention of the courts they have 
held that under such a course of dealing, 
the broker is the agent of the company 
at least for the purpose of delivering 
the policy and collecting the premium— 
and shis has been held in spite of the 
policy provision that no one is to be 
deemed an agent of the company un- 
less duly authorized in writing. 

“The grounds of decision in these 
cases is usually the simple one that you 
cannot alter an established fact merely 
by a clause in the policy. But at leas 
one decision falls back upon that fre- 
quent refuge of the weakminded— 
waiver. Where a court cannot think of 
any other ground of holding in favor of 
an assured and against the company 
they say that the company has in some 
way waived its defense. Most any act 
or omission to act can be a waiver. 


Authority to Waiver Provisions 

“This doctrine of waiver has been ex- 
tended and developed without much 
limit as was doubtless pointed out in 
the recent address before you on that 
subject. The difficulty must have been 
well known to the framers of the policy 
and they tried to clear up the difficulty 
by providing that all waivers must be 
in writing endorsed on the policy. But 
unfortunately the courts have held that 
this provision, like all others can be 
waived orally or merely by actions 
without spoken words. In fact it may 
be stated broadly that an insurance 
company or an individual for that mat- 
ter cannot by any conveivable form of 
condition or proviso give up or yield 
the right to waive any condition of the 
contract. And this must be true. It 
would be intolerable if the law were 
to say that a contract once made could 
not be voluntarily modified by consent 
of both parties. 

“If a company can waive a gasoline 
forfeiture, it can equally waive the pro- 
vision that changes in the contract 
must be made in writing and endorsed 
on the _ policy. There are a_ great 
quantity of court decisions on this 
point, and they are found in nearly 
eyerv state in the Union. They all seem 
to be agreed on the point of law that 
the company through its duly auth- 
orized agents may waive this clause 
just as easily and surely as they can 
waive other clauses of the policy. Mr. 
George Richards in his well known work 
on insurance, takes up many pages in 
what might well be treated as a brief 
for the insurance companies in sup- 
port of the strict construction of this 


clause of the policy, He urges that it 
is perfectly proper for the companies 
to provide the manner of making wai- 
vers, namely, by written endorsements 
on the policies, and he feels that the 
courts should give strict effect to such 
a clause. In one decision cited by Mr. 
Rihards it is stated that the decisions 
are in hopeless conflict, some deciding 
that waivers must be in writing and 
others deciding exactly the other way. 
And then again that some decisions 
make a distinction between those cases 
where the forfeiture occurred before 
the issuance of the policy and those in 
which it occurred afterwards.” 





CONFER WITH HENRY EVANS 





New York and Eastern Specials of 
Continental, Fidelity-Phenix and 
American Eagle Companies 





The New York special agents of the 
Continental, Fidelity-Phenix and Amer- 
ican Eagle had their annual conference 
with President Evans a few days ago. 
Those present were Messrs. Maxson, 


Jordan, Halsey, of the Continental; 
Van Alstyne, Ingals, Hodges, of 
the Fidelity-Phenix; Williamson and 


Hughes, of the American Eagle. Sec- 
retary Swinnerton and Assistant Sec- 
retary Kennedy also attended. 

The New England field men had their 
conference on December 10. Those 
present were Messrs. McClure, Davis, 
Sly, Buck and Pierce, of the Continen- 
tal; Cosgrove, Derby and Howard, of 
the Fidelity-Phenix; Dooley, of the 
American Eagle; Secretary Swinner- 
ton and Assistant Secretary Kennedy. 

Mr. Derby is a graduate of Lawrence 
Scientific School. He was engaged in 
railroad work for several years. Three 
years ago he entered the employ of the 
Fidelity-Phenix, and has devoted part 
of his time to work in the. office. He 
has also been a representative of the 
Company in Pennsylvania. 





THE COMPANY WITH THE PYRAMID 
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POLICY HOLDERS SURPLUS $3, 200,713.78 








FIND COLLINSON’S CAR 





Traveled Nearly Several Hundred 
Miles Before Found—An Inter- 
esting Loss Point 





The excitement over the theft of the 
1916 Buick of Man Collinson, of the 
North British & Mercantile, somewhat 
subsided when the car was found in a 
badly shattered condition, having been 
run several hundred miles by the 
thieves in several days. There is still, 
however, the interesting question of 
the adjustment. Judge Frank M. Tay- 
lor, of the Hartford (the Company that 
carried this line), is in a quandary 
whether to adjust the loss himself or 
refer it to the burglary department. 

“It is more in the nature of a pick- 
pocket loss,” he said to Charles Dodd, 
of the Good Practice Club, who is to 
act as referee. “Evidently, when Dan 
was standing in front of the Essex 
Building talking to some friends. one 
of those New York cross-town thieves 
came along and siipped the car into his 
kip pocket.” 
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The real strength of an insurance com- 
pany is in the conservatism of its manage- 
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security of its policy. 
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Orr re 235,600.00 
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HOW SHALL THE BROKER BE REGULATED? 


An Agent’s View of Resident Agency Law Requirements 
(Written for The Eastern Underwriter by ED. M. SEMANS, Oklahoma City, Okla.) 








The subject of resident agent laws 
is deserving of the most careful con- 
sideration and it is well that President 
Stone, of the Maryland Casualty Com- 
pany, brought the matter to an issue 
in his able and eloquent address to the 
National Association of Insurance 
Agents Convention in Indianapolis, 
which I attended. It needs thorough 
and critical discussion for it is a much 
vexed problem in the insurance busi- 
ness to-day. If it stood by itself the 
sclution would not be so difficult, but 
it is so interwoven with many other 
important features of the business that 
it becomes a complex problem. 

The views of President Stone, as ex- 
pressed in connection with the model 
resident agent law advocated by him, 
indicate he has given the matter seri- 
cus thought. What he says should have 
great weight, coming as it does from 
the head of one of the largest and 
most aggressive casualty and surety 
companies. Nobody doubts he has the 
good of the business at heart and wants 
the question settled right and I regret 
I find myself parting company with 
him on some phases of the question. 

Elevating Standard of Business 

Great progress has been made in 
many States during the past few years 
in elevating the standard of the insur- 
ance business and the anti-discrimi- 
nation and anti-rebate laws have con- 
tributed a large part in the uplift. It 
is now generally conceded that these 
laws will soon become a part of the 
statutes of all the States. If they are 
sound, they should be supported by 
such additional measures as will make 
them effective, and in this connection 
I deem a strong resident agent law 
absolutely indispensable. It being con- 
ceded that the anti-discrimination and 
anti-rebate laws are right, it naturally 
follows every legitimate effort should 
be. taken to enforce them and any prac- 
tice or custom which permits their eva- 
sion should be prohibited. To enforce 
these laws it is necessary to control 
the writing of the policies and provide 
for the disposition of the premium, in- 
cluding the full commission, to the end 
of seeing that discrimination and re- 
bating are prohibited. President Stone 
claims it should be permissable for the 
local agent to divide his commission 
with a non-resident and offers in sup- 
pert of his contention much good argu- 
ment, which however, is insufficient in 
its most essential features. Such per- 
mission merely gives the non-resident 
the right to divide his commission with 
the assured, thereby defeating the real 
purpose of the law. Under such a con- 
dition the resident agent, prohibited 
directly by his State law from doing 
a certain thing will be permitted indi- 
rectly to do it through the non-resident 
not subject to the penalty of the law. 
If this is to prevail then the resident 
agent is not on equal terms in solicit- 
ing insurance with the non-resident, 
and such a law would certainly be an 
economic fallacy. It also would fol- 
lcw that the resident agent could not 
with safety, divide his commission with 
a non-resident on a line of any size, for 
while that part placed with him would 
take the full rate, the balance might be 
piaced in non-admitted companies at a 
cut rate, which is often the case, and 
in this way also he would indirectly 
be contributing to a violation of the 
law. 

Freedom of Trade 

President Stone comments very free- 
ly upon the freedom of trade between 
the States shown other classes of busi- 
ness and the restraint applied to in- 
surance matters and he seems to think 
tke rights of property owners are trans- 
gressed and an economic law trampled 


under foot. In so doing, he treats in- 
surance as identical with an ordinary 
merchandise contract, when it is, in 
the very nature of things, essentially 
different. It is true many of the under- 
lying principles of the mercantile busi- 
ness world apply to insurance, yet it 
must be treated on its own merits and 
as a business peculiar to itself. 
Rights of Property Owner 

Does the resident agent law trans- 
gress the rights of the property own- 
er? It seems to me that it is like any 
other law which means merely a sur- 
rendering of the right of the individual 
to do or not to do a particular thing 
in return for the protection guaranteed 
by organized government. The real 
question is whether it is a needful law 
and not whether it is one that takes 
away the rights of a citizen. A law 
is merely a mandate to do or not to 
ds a particular thing and a right ceases 
when the law otherwise decrees. This 
is the case with all laws pertaining to 
business or otherwise, and talk of free- 
com of trade untrammeled by law is 
futile and a mere delusion. Needless 
and false economic laws are an un- 
necessary burden to business, and I be 
lieve the local agents make a great 
mistake when they endeavor to secure 
@ remedy for all their ills through leg- 
islative enactment. However, there is 
2 constant demand for changed condi- 
tions in business to keep pace with the 
progress of the times, and if it is not 
done from the forces within it will in- 
evitably come from those without 
which invariably work through the 
legislative channels. 

Right of Non-Resident Broker 

The right of the non-resident broker 
to remuneration for his services can- 
not be denied, but does it necessarily 
follow that the company should pay 
him for representing the other fellow? 
Insurance custom says so, but does 
that make it right? In fact, is there 
any other class of business where the 
employe is paid by any person other 
than the employer? Custom breeds 
many wrongs in our social and business 
world, but finally it always bends to 
the need of the hour, and likewise in 
the insurance world the broker-wrong 
must ultimately give way to the devel- 
opment of the immutable economic 
law, which stands for pay from him 
whom you serve. 

The large city broker is the greatest 
demoralizing factor in the business to- 
day, for published rates and standard 
forms receive no recognition at his 
hands if it is necessary for him to 
ignore them to secure the business. 
Unfortunately in certain cases he dic- 
tates the conditions under which the 
business shall be written, when, if un- 
der like conditions, it were submitted 
to the company by the local agent it 
would be unceremoniously rejected. 
The indulgence in such practice is 
what in part causes the demand for a 
rigid resident agent law. Such a con- 
dition is not right, and it could partly 
be remedied by a willingness on the 
part of the companies to forego large 
temporary premium offerings for the 
tenefit of the future permanent good. 

No loyal local agent who supports the 
resident agent law, wants to embarrass 
his company or inject into the busi- 
ness troublesome elements which re- 
sult in chaos instead of harmony of 
action, and his support is merely given 
to find the way leading toward better 
tnings. 

Practicability of Laws 

Many laws are passed whch are not 
immediately practical, but that does 
not mean they are not sound in prin- 
ciple. I realize the law, when it in- 
cludes a provision prohibiting the divi- 
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sion of commission with a non-resi- 
dent, is not wholly immediately practi- 
cal, but it is fundamentally sound and 
time will prove it. As previously 
stated, conceding the soundness of 
the anti-discrimination and anti-rebate 
laws, the resident agent law is based 
upon an economic truth, for without it 
discriminating and rebating will con- 
tinue. 


The discussion of the resident agent 
law would not be sufficiently complete 
without considering it in connection 
with one of the greatest questions con- 
fronting the American people to-day— 
that is how to reduce the appalling fire 
waste which is devastating our coun- 
try every year. Excessive fire waste 
is an evidence of false economy, hence 
it behooves us to seek a solution of 
the problem along lines of economical 
expediency. Insurance companies have 
their important part to perform in this 
momentous work, and their most ef- 
fective method is in the application 
of the schedule system of rating, which 
provides for charges in the rate for 
defects in risks and credits for their 
removal, thereby making it a direct in- 
dccement to the assured to improve 
his property by eliminating the fire 
hazards. If the companies would ap- 
ply the schedule rates strictly and not 
take the business at a cut rate as is 
dcne in so many instances, the assured 
would be compelled to improve his 
risk to secure a reduction in rate. No 
risk should ever be written except at 
the published rate, and the best meth- 
od of accomplishing this result is to 
have an anti-discrimination and anti- 
rebate law, supported by a strong resi- 
dcnt agent law, surrounded with the 
proper safeguards. The non-resident 
broker is the enemy of this method of 
reducing the fire waste, for he cuts 
the rate and ignores all fundamental 
underwriting principles to secure the 
business. For this reason the placing 
of business with him should be dis- 
couraged in every legitimate manner. 


Taking the larger view, the need for a 
reduction in the great fire waste calls 
for the prohibiting of a division of 
commission with the non-resident 
broker. 
Puts Stability Into Business 

The resident agent law is needed to 
put stability and character into the 
insurance business. If a resident agent 
lias certain well defined rights which 
are observed by the company, and he 
is placed on equal terms with all com- 
petitors in soliciting business, he natu- 
rally will respect the calling in which 
he is engaged and give it his best en- 


deavor, which will result ultimately 
in raising it to the high plane of a pro 
fession to which it rightly belongs. 

If it were possible to have uniform 
laws in all of the States with non- 
residents subject to their penalties, or 


if Federal supervision providing penal- 
ties for discrimination prevailed, the 
objections to the model resident agent 
law proposed by President Stone would 
undoubtedly give way to its benefits. 

I have endeavored to impartially 
cover the essential factors of the resi- 
dent agent law from the standpoint of 
a local agent who desires to contrib- 
ute his part toward the upbuilding of 
the insurance business and bring the 
company and local agent into com- 
plete and harmonious accord. There 
is a common ground on which the com- 
pany and local agent can stand, and it 
can be found if we seek the light and 
keep as our goal of attainment, not 
immediate self interest, but the future 
permanent good. 





NOT TO WRITE HAIL RISKS 

The Standard Fire of Connecticut 
will write no hail risks on growing 
ciops, at least during the coming sea- 
son. President M. Lewin Hewes said a 
few days ago: “We do not anticipate 
writing hail risks during the coming 
season. That is all I can say. Any- 
thing more than that at the present 
time would be guesswork.” 
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FORM NEW IOWA COMPANY 


OFFICERS ARE WELL-KNOWN MEN 








President Bleakly, of lowa National, 
Once Insurance Commissioner— 
Frank L. Miner Accident Pres. 





(Special to The Eastern Underwriter.) 
Des Moines, Ia, Dec. 13.—lowa has 
a new strong insurance company in the 
Iowa National Fire, of which John L. 
Bleakly is president; Frank L. Miner, 
vice-president; and Frank P. Flynn, 
secretary and treasurer. Mr. Bleakly 
is well-known throughout the state, hav- 
ing been Insurance Commissioner of 
Iowa, in which office he made a splendid 
record. Mr. Miner has a national ac- 
quaintance, having for years been with 
the Insurance Post of Chicago; and at 
a later date in the accident and health 
business. For some time he has been 
president of the Bankers Accident of 
Des Moines, and is an active figure in 
the Accident and Health Underwriters 
Conference. 

The incorporators 
bankers. When the organization is 
completed the business policy will be 
most conservative. The development 
of Iowa will have first consideration, 
Messrs. Bleakly, Miner and their asso- 
ciates are determined to give Iowa a 
fire insurance company that will be 
prominent and successful. 

The articles of incorporation follow in 
part: 


are nearly all 


The Incorporators 


We, whose names are hereto ap- 
pended, to-wit: J. L. Bleakly, Ida 
Grove; F. P. Flynn, Des Moines; 
F. L. Miner, Des Moines; S. A. 
Court, Des Moines; Parley Shel- 
don, Ames; C. E. Beman, Oskaloosa; 
H. P. Rosser, Troy; J. F. Wall, Mt. Ayr; 
L. A. Brewer, Cedar Rapids; W. C. 
Saul, Carroll; H. C. Adams, Algona; 
Chas. Schmidt, Avoca; H. M. Havner, 


Marengo: Julius Rohwer, Ida Grove; J. 


P. O’Malley, Perry; Otto Herman, 
Boone; H. E. Wagner, Ankeny; John 
Shambaugh, Booneville; Dr. F. F. Car- 
penter, Pella; Robert Gracey, Cherokee; 
O. M. Oleson, Ft. Dodge; Mack J. 
Groves, Esterville; C. J. Wohlenberg, 
Holstein; L. A. McMurray, Webster 


City; J. E. Cook, Independence; E. H. 
Hoyt, Manchester; W. L. Hinds, Des 
Moines; G. A. Grossman, Waverly; 
Geo. F. Grier, Iowa City; Samuel Mc- 
Klveen, Chariton; J. P. Steele, Winter- 
set; Sherman W. DeWolf, Reinbeck; J. 
A. McKlveen, Chariton; W. S. Utter- 
back, Delta; Carl Johnson, Oskaloosa; 
C. L. Voss, Denison; Dr, Chas F. Smith, 
Des Moines; E. R. Moore, Cedar 
Rapids; John Fletcher, Des Moines; J. 
V. Arney, Leon; W. B. Whiting, Whit- 
ing; N. W. Beebee, Hampton; F. M. 
Hopkins, Guthrie Center; O,. M. Cavin, 
Columbus Junction; J. L. Williams, 
Marshalltown; J. W. Mullane, Valley 
Junction; Carl Kuehnle, Denison; 
Almor Stern, Logan; Geo. L. Schoon- 
over, Anamosa; hereby associate our- 
selves into a body corporate under the 


provisions of Chapter I, Title IX, and 
Chapter IV, Title IX of the Code of 
Iowa and acts amendatory thereof; as- 
suming all the powers, rights and 









privileges granted bodies corporate 
under said Chapter and Title, and do 
adopt the following Articles of Incor- 
poration, to- me: 

Article I. f this corporation 
shall be the IOWA NATION. AL FIRE IN 
SURANCE COMPANY. 

Article II. Its prince se place of business 
st all be at the County of 
’ and State 

Article III. re the 
right to buy, |} personal 
property and uy be 

cessary or ‘ 

luct of the ui 1 

Article IV_ The capital stock 
authorized is FIVE THOUSAND 
DOLLARS, divided into s of ONE HUN 
DRED ro ARS each. No stock shall be is 

n ratio received pay 

fi the valee at f ish or prop 

however, tl when stock is 

nything other than money, it 

must be subject to the approval of the execu 
tive council of wa, as provided in Section 
1641-b of the Suppl lement to the Code, 1907, and 
any amendments thereto. The capital stock au 
thorized may be increased by vote of a 
majority in interest of all the stockholders, by 
the adoption of an amendment to these 


articles. When the outstanding capital is in- 
creased the additional shares shall be offered 
to the existing stockholders proportionately 
to their holdings at not less than par. 

tticle V. The corporate period of this cor- 
poration shall begin on the date the Secretary 
of State issues a certificate of incorporation 
and shall terminate at the expiration o 
twenty years from said date unless sooner 
dissolved by a two-thirds vote of the stock- 
holders at any annual meeting, or at a special 


meeting called for that purpose, or by un- 
animous consent as provided by law and 
may a renewed from time to time according 
to la 


Articie VI. The affairs of this corporation 
shall be managed by a board of not less then 


seven nor more than twenty-one directors, 
who shall elect a president, vice-president, 
secretary and treasurer and such other officers, 


including an executive committee, as they 
may see fit, or as may be provided for by the 
by-laws of this corporation. 


Article VII. The annual meetings of the 
stockhoiders shall be held on the third Tues- 
day of January of each year, but the first 
meeting shall be held on the third Tuesday 
of January, 1917. 

Until the first annual meeting the following 
persons shall be directors: 

Name Post Office Address 
John L, Ble: NEG sive carisvdecsceeeveced Des Moines 
Re Ae errr Des Moines 
OT re ee Booneville 
SAR) sce nudonanvessiiyleenie Oskaloosa 
a er MN. Sun iaveteeieccbdaeee Des Moines 
= Adi EBs cccctecsnceqcertespepeageeal Algona 
Be Geiss tvecevesscvssesespeees Des Moines 








BROKERS ACTIVITIES 








All Lloyds Examined 

At the meeting of the executive com- 
mittee of the Insurance Commission- 
ers during the Astor Convention, there 
was some talk of the other States com- 
ing to New York to examine Lloyds 
ard inter-insurers. At one time trips 
tc New York by insurance commission- 
ers for examination purposes were fre- 
quent. More recently they have been 
very scarce. New York Department 
does not go outside to make examina- 
tions except upon invitation. 

The Department has just completed 
the last of about twenty examinations 
of Lloyds and inter-insurers in this 
States. The last examinations were 
made about five years ago by Superin- 
tendent Hotchkiss. The Lloyds as a 
rule are under the direction of strong 
brokerage houses. 

* ms * 
Too Much Insurance 

Coe & Silvey, New York brokers with 
offices at 100 William Street, have 
written a large amount of explosion in- 
surance of late. A. M. Silvey, of that 


firm, commenting on the subject, said 
to The Eastern Underwriter on Wed- 
nesday: 


“Naturally, we do not care to say 
just how we are writing this explosion 
insurance. We are using a form of 
coverage that is acceptable to both the 
assured and the companies and are 
writing some of the business as a re- 
sult. In handling this class of insur- 
ance, we have discovered that many 
brokers give their assureds more 
coverage against property damage from 
explosion than is essential to the needs 
of the assureds. A big line recently 
came to our attention wherein the 
broker had given his assured coverage 
for the full eighty per cent. of the value 
of his plants whereas most companies 
require a maximum coverage of but 
fifty per cent. which is usually 
adequate for the assured’s protection. 
The broker could have saved his as- 
sured a large sum by familiarizing him- 
self with conditions.” 

* * ~ 
A Million Dollar Policy 

In view of the number of large single 
policies being written nowadays, it is 
interesting to note that the Hartford 
has a $1,000,000 policy on the Wor- 
eester Gas Company’s plant, Worces- 
ter, Mass.; $50,000 on the Library 
Building of Clark University, and $50,- 
60C on main building of Clark Univer- 
sity. These risks were placed by R. 
H. Bullock, resident manager of the 
Worcester office of the Hartford. 


Wrote $60,000 In First Year 
Joeph S. Blum, of Joseph H. Blum & 
Co., Inc,, brokers at 80 Maiden Lane, 











THE PRINCIPLE OF MUTUAL INSURANCE 


Situation Diagnosed by Ocean Accident and 
Guarantee Corporation, Ltd. 








In the early nineties a body of New 
York employers organized the Ameri- 


can Employers’ Liability Insurance 
Company. They had one good idea; 
they put up capital stock. But this 


company was more or less an associa- 
tion of employers where the stockhold- 
ers were made up entirely of those 
who would also be policyholders. So 
the company inaugurated a mutual fea- 
ture in which, after mere interest was 
paid on the capital stock, policyholders 
were to receive dividends equal to the 
profits. But there were no profits, the 
erd came soon, and this reference is 
made particularly to show the make- 
up of a company, if it is interested as 
buyers of insurance, can overrule and 


overburden management devoted in 
their behalf to selling insurance. 
The American Employers’ Liability 


Insurance Company was a stock com- 
pany but with a mutual taint in the 
drawbacks that go with mutual power 
as exercised in mutual insurance to 
influence the original assessment or 
asking price of the insurance commo- 
dity, which price, for success, must 
be inflexibly controlled by those who 
sell it and not even influenced by 
those who buy it. 

The outlook which encouraged this 
company’s start was that all stock- 
holders being employers who wanted 
liability insurance, there would be a 
big patronage, the company would 
make a good, sure start, etc. But here’s 
what happened. The management, 
controlled by the stockholders, couldn’t 
hold the rates up to a fair figure. Each 
stockholder thought that as an em- 
ployer he ought to get a low rate be- 
cause he was dealing with the com- 
pany in which he had invested as a 
stockholder. With this community otf 
stockholders—producers of insurance— 
who as employers of labor were also 
consumers of it, there was an irresist- 
ible bear movement in insurance 
rates—they didn’t charge themselves 
enough; which, with consequent other 
troubles when dealing with the public 
at large, resulted very disastrously 
very quickly and put the company out 
of business. 

Some of these _ stockholder-policy- 
holders saved on their insurance pre- 
mium for one year, some for two years. 
In doing this they took what might 
have been the company’s profit and, 
beside, what proved to be the compa- 
ny’s loss, all in one handful at the 
start. But all of them lost all the 
money (several hundred thousand dol- 
lars) with which they had bought the 
insurance stock and the power to sell 
themselves cheap liability insurance 
fer awhile. 


Breaking the Weakened Backbone 


One of the last straws in the case 
of this company was the payment (in 
compromise) of $15,000 to a Pennsylva- 
nia Iron Company § (policyholders) 
where many of their employes were 
killed and injured at one time; though 
this payment, followed by the failure 
of the insurance company, left these 
policyholders with much more to pay 
on account of this accident and with 


New York was meena. of pan & 
Brother, of New York, until he started 
in business for himself about a year 
ago. In the first year, he has written 
over $60,000 in premiums. 
: + + 
Was With Bell & Sons 

David W. Brown, insurance manager 
of the Texas Company, oil producers, 
received his insurance education in the 
office of George A. Bell & Sons, New 
York Brokers. 


other unsettled matters on their hands 
of which they had to bear the cost. 


Pennsylvania. A Warning in 
“Gone Before” 

The fate of the American Employers’ 
Liability Insurance Company may well 
be borne in mind at this time by the 
Manufacturers Association of Pennsyl- 
vania, at present active through exact- 
ly the same motive force that existed 
in the earlier time to which we have 
referred and which resulted in the un- 
fortunate history here related. The an- 
nouncement in behalf of this Pennsyl- 
vania Manufacturers Association is 
that it is backing a company which is 
to enable employers to meet the insur- 
ance requirements of the new Pennsyl- 
vania Workmen’s Compensation Law 
at the lowest possible cost. The an- 
nouncement is also made that “the as 
sociation wishes to distribute shares 
among the greatest possible number of 
members.” 

It is further declared to be the pur- 
pose of what we believe is to be called 
the Pennsylvania Manufacturers Asso- 
ciation Casualty Insurance Company 
tc cover “Compensation and other lia- 
bility risks.” 

This company is to have a capital 
stock, but as it has all the earmarks 
oi “mutual interest” we commend to 
them the care that will be necessary 
to keep free from undue influence of 
their part owners (stockholders) who 
are also employers who buy the 
product. 


the 





HAIL ADJUSTMENTS 


“The adjusting of hail losses devel- 
oped some very curious phases of this 
business, which in some cases were 
laughable, but at the same time were 
serious,” says Sam F. McGrew, of the 
Hartford. “One case I have in mind, 
was where the adjuster of one com- 
pany rushed to the scene of the storm, 
arriving there two or three days after 
the loss was reported, and paid dam- 
ages of fifty per cent. on wheat. This 
same insurance company hadaloss on 
beans, just over a wire fence from the 
wheat loss, but as he did not reach 
the place for ten days or two weeks 
after the first man had settled, the crop 
had recovered to such an extent that 
the assured waived his claim. Another 
case in point was where an adjuster 
went to a certain section of the coun- 
try that had been visited by a heavy 
hail-storm, and_ settled probably a 
dozen losses to the complete satisfac- 
tion of the policyholders, but found one 
case where he and the assured were so 
far apart that an appraisal had to be 
made.” 





{Fire} 


German American 
Insurance Company 
New Pork 
STATEMENT JANUARY 1.1915 


CAPITAL 


$2,000,000 


RESERVE FOR ALL OTHER LIABILITIES 
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Casualty and Surety News 
TOO MANY COMPANY BUREAUS 





“IT’S ABSURD,” SAYS HOLLAND 





General Manager of Royal Indemnity 
Discusses American and Australia 
Insurance Conditions 





Charles H. Holland, general manager 
of the Royal Indemnity, in a talk on 
Australian conditions made before the 
Casualty and Surety Club of New York 
at the Railroad Club on Tuesday of this 
week, made the statement that in his 
opinion casualty insurance would be 
much better off in this country if there 
were one big governing body to handle 
all casualty questions to take the place 
of the innumerable bureaus and organ- 
izations of various kinds that now con- 
trol various factors of the business. He 
said that if this were done the absurd 
spectacle would not be seen of com- 
panies resigning from one set of or- 
ganizations and bureaus in order to in- 
dulge in practices against the general 
good of the business, while, at the 
same time, as members of other or- 
ganizations or bureaus, they call upon 
these bodies for protection against 
another set of companies who are fol- 
lowing identical practices. 


Tariff at Perfection 


The inconsistency and multiplica- 
tion of bureaus and other company or- 
ganizations was one of the first things 
that Mr. Holland noticed when he came 
to this country after having been for 
three years in Australia where he was 
in charge of the Royal Indemnity Com- 
pany. In Australia the companies have 
brought the tariff to a point of perfec- 
tion. Australia has six states, and 
each state has two associations—fire 
ard casualty. The fire association has 
nothing to do with casualty matters. 
There is a general council to which 
these two associations report at half 
yearly meetings. Rate making matters 
are recommended by the state associa- 
tions to the general council, which 
either approves or disapproves. Mem- 
bership in the general council is con- 
fined to company managers. 

Over there rate wars are unknown 
and all business is written at tariff. 
He had in his hand a copy of the man- 
ual of Victoria, which gave rates for 
all classes of casualty insurance, in- 
cluding automobile and burglary, in 
compact form. He said that he real- 
ized that the business in this country 
was more detailed and that such a 
compact manual covering all fields of 
casualty underwriting could not be 
well gathered here into a vest pocket 
beoklet, but he felt there could be a 
great improvement over conditions 
which now prevail. 


Agents Deposit Premiums in Banks 


Mr. Holland’s talk was unusually in- 
teresting and instructive. He said that 
although Australia is about as large 
as the United States, the entire popu- 
lation of Australia could be taken to 
New York City, and if the New York- 
ers were transferred there this city 
would be less crowded than it is to- 
day. There are only four large cities, 
and none of them has more than 600,- 
000 population, and the people settle 
atong the Coast. In the interior there 
are neither railroads nor large settle- 
ments. The country is pastoral and 
the principal business is frozen meat 
ard wool. Stock stations are main- 
tained throughout the interior, connect- 
ed by wide roads, and it is not an un- 
usual sight to see 50,000 or 60,000 
sheep being led down these roads to 
the seacoast cities. 


The insurance agents get about in 
buggies, and the casualty companies’ 
representatives take long trips, during 
which they have to sleep under their 
own tents for many nights frequently. 








There are many places that are a 
week’s ride from a settlement. 
No General Agents 

There are no general agents in Aus- 
tralia. In the larger cities are some 
branch managers. When an agent col- 
lects a premium he deposits it in a 
ank, thus opening an account with 
the bank for his company, and he sends 
to the company a deposit slip. About 
orce a month the company sends him 
a remittance for commissions. Agents 
have no power to make rates or to dic- 
tate commissions, and the agency regu- 
lations form an iron clad document. 
Insurance is a side issue with the 
agents; a few of whom are real estate 
men; many of whom are merchants; 
some blacksmiths or barkeepers, and 
occasionally a clergyman is found. 
There are no state insurance depart- 
n:ents. 

Elect N. R. Moray President 

The Club elected N. R. Moray, of the 
Hartford, as president; A. Duncan 
Reid, of the Globe, first vice-president; 
aud C. S. Miller, United States Casu- 
alty, second vice-president. = mae 
Darling, Great Eastern, was elected 
treasurer. Mr. Moray said that if he 
could do as well as the retiring presi- 
dent Mr. Holmes had done, he would 
be satisfied. The club doubled its 
membership under the Holmes regime. 





MARCASCO POLICY 





New Contract of Maryland Casualty— 
“Cover All Injuries, Diseases and 
Death Benefits” 





The Maryland Casualty Company has 
issued a new disability volicy callea 
“The Marcasco,” which for $36 a year 
covers all injuries, diseases and death 
benefits. 

The combinations in part follow: 


Class Select 


Monthly Yearly Accidental 
Accidentand Premiums Death, Loss 
Iiliness Ages of Both Limbs 
Indempity 18 to 5u or Eyes 
$ 50.00 $12.00 $ 500.00 
75.00 18.00 750.00 
80.00 20.00 800.00 
90.00 22.00 900.00 
100.00 24.00 1,000.00 
100.00 27.00 2,000.00 
100°00 30.00 3,000.00 
100.00 33.00 4,000.00 
100.00 36.00 5,000.00 
50.00 18.00 2,500.00 
Extra Preferred 
$ 40.00 $12.00 $ 500.00 
50.00 16.00 500.00 
60.00 20.00 600.00 
80.00 24.00 750.00 
100.00 30.00 1,000.00 
100.00 33.60 2,000.00 
100.00 37.20 3,000.00 
100.00 40.80 4,000.00 
100.00 44.40 5,000.00 
50.00 22.20 2,500.00 
Ordinary 
$ 40.00 $14.00 $ 400.00 
40.00 18.00 1,000.00 
50.00 21.00 1,000.00 
60.00 24.00 1,000.00 
60.00 30.00 2,000.00 
60.00 36.00 3,000.00 
80.00 48.00 4,000.00 
90.00 52.50 4,000.00 
100.00 60.00 5,000.00 
50.00 30.00 2,500.00 
Medium 
$ 35.00 $15.00 $ 300.00 
35.00 21.00 1,000.00 
40.00 24.00 1,000.00 
50.00 27.00 1,000.00 
50.00 36.00 2,000.00 





WANT NEW BENEFITS 


The Commercial Travelers Mutual 
Accident Association will meet in 
Utica, N. Y., on January 10. An at- 


tempt will be made to change the by- 
laws so that partial disability and loss 
of time benefits will be included. 
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TALKS TO MINE OPERATORS 


W. S. DIGGS AT POTTSTOWN, PA. 





Erroneous Statement That Employer 
Can Obtain Complete Release Only 
By Fund Insurance 





The citizens of Fayette County, 
Pennsylvania, employing more than 
50,000 men in their mining operations, 
independent of the coke industry, are 
showing much interest in the new 
Workmen’s Compensation Law, W. 8S. 
Diggs, chairman of the National Coun- 
cil of Insurance Federations, of Pitts- 
burgh, addressed a large body of lead- 
ing employers in Uniontown. A pay- 
roll of $35,000,000 was represented at 
the meeting. 

When asked regarding the claim of 
those representing the State Insurance 
Fund, that the employer can obtain 
complete release from personal liabil- 
ity only by insuring in the fund, the 
speaker stated there was no truth in 
this claim, pointing out that Section 
317 of Article 3 of the law expressly 
provides to the contrary. He also 
brought to the attention of his hearers 
the well-known fact that the New York 
law has a similiar provision and that 
no trouble has been experienced by the 
employers in that State, where 90 per 
cent. of the compensation business is 
carried by stock casualty companies. 
Also that John Mitchell, chairman of 
the New York State Fund, praised the 
stok companies for handling all claims 
with such fairness and promptitude, 
causing him to recommend the change 
in the New York law, permitting the 
companies to settle all their claims di- 
rect. The fact was also emphasized 
that many people take it for granted 
that the State itself is back of and 
guarantees the solvency of the fund. 
This is not the case. Neither the State 
nor any other form of security guaran- 
tees the fund. In fact in two States, 
notably Washington and West Virginia, 
the funds have become insolvent in 
certain classifications with no relief. 


“The protection afforded by the 
State Fund is incomplete as all claims 
must be for compensation only. Under 
the terms of a stock company policy, 
—compensation, open or common-law 
liability, that is, damages which find 
no remedy under the compensation 
act, are fully covered; likewise, the 
many instances wherein the injured 
has his right of action solely under 
the Federal Law. 

“The decision handed down by Judge 
Oppenheimer of the Superior Court of 
Cincinnati, holding that the fact that 
a widow has received compensation 
from the Ohio State Fund for her hus- 
band’s death does not bar her from a 
suit against a third person responsible 
for his death even though the third 
person also was a subscriber to the 
State Fund, has greatly weakened the 
position of ‘State Funds’ as a means 
of insurance protection from the em 
ployer’s standpoint, 


PLATE GLASS BUREAU MEETS 


Reports Made on Milwaukee and Cin- 





cinnati Situations and Yonkers 
Rates Considered 
At the meeting of the Plate Glass 
Service and Information Bureau in 
New York on Wednesday, it was re- 
perted that an association of agents 


had been formed in Milwaukee includ- 
ing representatives of all the compa- 
nies doing business there but two, and 


that these two would probably also 
come in. 

The New Jersey Fidelity & Plate 
Glass withdrew its notice regarding 


Peoria and Moline, Ill., the Ocean Ac- 
cident withdrew the notice it had made 
ard the Maryland Casualty withdrew 
its resignation. 

Word was received by the Bureau 
that the United States Casualty, though 
not ready to apply for membership in 
the Bureau, would nevertheless abide 
by the rates of the Bureau except 
where it became necessary to cut them 
tc protect its renewals 





WHAT YOU DESIRE 
No ‘‘ifs’’ 


**ands 


GET NEXT! 


GREAT EASTERN ULTRAS 
NEW ORDINARY ACCIDENT AND HEALTH 
INSURANCE CONTRACTS ARE WHAT YOU 
DESIRE AND WHAT YOU CAN SELL 


GREAT EASTERN CASUALTY COMPANY 


55 JOHN ST., NEW YORK 


IS COMING TO YOU 


” or *‘buts’’ the 




















18 


THE EASTERN 


UNDERWRITER 


December 17, 1915. 





SCORES STATE INSURANCE 


SHOWS WEAKNESSES OF PLAN 








F. Robertson Jones Gives Resume of 
Compensation Situation in United 
States in Phila. Talk 





F. Robertson Jones, secretary-treas- 
urer of the Workmen’s Compensation 
Publicity Bureau, delivered an address 
at Temple University, on Workmen’s 
Compensation at Philadelphia, on Wed- 
nesday. 

Mr. Jones said in part: 


“Those who advocate the ‘Simon 
Pure’ variety of State insurance, are 
advocating socialism and all of the 
arguments that may be directed against 
the adoption of a socialistic regime in 
this country may be urged against this 
species of State insurance; we would 
just as well hand over to the State for 
Management and control the coal min- 
ing business, the cotton manufacturing 
business or any Other business that 
has been the subject of private and in- 
dividual management. 

Legislation Against State Insurance 

“Thirty-one States and two terri- 
tories now have compensation laws 
upon their statute books—not including 


the Kentucky statute which was de- 
clared unconstitutional. Only four 
(Nevada, Oregon, Washington and 
Wyoming), out of these thirty-three 
laws provide for monopolistic State 
managed insurance; while only seven 
States (California, Colorado, Maryland, 


Montana, New York, Michigan and 
Pennsylvania), even provide for com- 
petitive State managed insurance; 


while two (Ohio and West Virginia) 
States provide for State managed in- 
surance funds but permit indirect 
competition by companies. In other 
words, only thirteen out of thirty-three 
States and territories have any form 
of State managed insurance whatever. 

Arguments for State Insurance 

“The arguments urged in favor of 
State insurance are as follows: 

May Advance Rates 

“1. That State managed insurance 
more surely guarantees payment of 
compensation to injured employes than 
stock or mutual insurance. This is so 
far from being the case that the evi- 
dence is preponderantly in the other 
direction. The State guarantees noth- 
ing and only the State fund is liable. 
If, for political reasons, or to please 
the employers, or to make a good 
showing, the members of the State 
fund put the rates too low, as they 
always do, then the State insurance 
fund will ride rapidly on toward finan- 


cial distress, as it did in West Vir- 
ginia and as it is very likely to do in 
Washington and Ohio. In that case, 


either the employers will have to make 
up the deficiency or the State will have 


to appropriate general State funds or 
levy extra taxes. If the employers 
have to pay the deficiency through as- 


sessments, then such employers have 
not really been insured at all—for they 
have all along been subject to a con- 
tingent liability for further unlimited 
assessments to meet such deficiencies 
—which is extremely likely and which 
was strongly confirmed by the first 
year’s experience of the State fund of 
Washington. If the deficiency does not 


come from the employer, then the in- 
jured employe, or other dependents, go 
without their just indemnities, or re- 
ceive charities from the State through 


appropriations from taxes levied. 


State Insurance More Economical? 
“The second argument in favor of 
State insurance is that it provides in- 


surance more economically than any 
other method. This is certainly con- 
trary to our well ripened experience in 
all of those cases where the State 
conducts any kind of business. It is 
a truism that S‘ate managed concerns 
are managed less economically than 
private concerns, Furthermore, in ar- 
riving at the exact cost of State man- 
aged insurance, it should be clearly 


held in mind that such costs are usually 
so inextricably bound up in subsidies 
received by the State fund from public 
moneys and work done for the fund 
by collateral branches of the State ser- 
vice {not to mention the loss of taxes 
that were formerly received from in- 
surance companies) that it is practi- 
cally impossible to’ arrive at a real 
estimate of the cost of such service, 
or to accept the figures given by the 
managers of such funds without allow- 
ing an important percentage for such 
uncertain or non-computable services. 
Not Conducted for Profit 


“A third argument that is often ad- 
vanced in favor of State insurance is 
that, being conducted without pecun- 
iary self-interest, it will be admin- 
istered sympathetically and liberally 
toward the injured. This is sometimes 
unfortunately true—in that it is ad- 
ministered without regard to the terms 
of the law. In other words, the man- 
dates of the law are lost sight of by 
the industrial boards of some States, 
either for political reasons or because 
of intimate relationship with the em- 
ploye class. In some other instances, 
the reverse is true; the terms of the 
law are not observed and to the dis- 
advantage of the injured employe. 
Where the rates by the law are inade- 
quate or where a political board wishes 
to please the employers, then the in- 
jured employes may not receive their 
proper deserts. This, I understand, 
has been spectacularly the case in the 
State of Washington.” 

Mr. Jones also stated the positive 
arguments against State insurance and 
closed his address by showing wherein 
the protection provided by stock com- 
panies is better for all concerned than 
State managed insurance. 


EARLY TRAVEL INSURANCE 





An Advertisement in a French Paper 





Published in 1857—Rates of 
Premium 
The well-known French insurance 


journal, L’Argus, Paris, prints in a re- 
cent issue a copy of an advertisement 
which appeared on a railway time-table 
for December 22, 1857. On the left of 
the page, according to L’Argus, ap- 
peared the following announcement: 
Accidents on Railroads 

Insurance policies are obtainable 
from Norbert Estibal and Sons, No. 12 
Place de la Bourse, from ticket offices 
and from the Caisse Paternelle. Soci- 
ete anonyme d’Assurances sur la Vie 
4, rue Menars, Paris. 

On the right of the page appears the 


following announcement: L’Imperiale. 
Campagnie Anonyme d’Assurance sur 
la Vie 182, rue de Rivoli, Paris. 


Inheritance Fund: The subscriber 
uses during his life the interest from 
the premiums which he has paid in; his 
heirs receive at his death the amount 
of the insurance. 


RATES OF PREMIUM PAYABLE 


For a Journey 





Incorporated April, 1905 


Hlinnis Surety Company 


HOME OFFICE, 134 S. La Salle Street, CHICAGO 


“WE ISSUE SURETY BONDS” 
Liberal.Commissions :: Attractive Contracts 


WRITE TO DAY 


Local Agents Wanted Everywhere 


Ney 





No Red Tape and 
No Delay 








The Frank fort General Insurance Co. 


of Frankfort-On-The-Main, Germany 
——ESTABLISHED 1865—— 
United States Department, 123-133 William St., New York, N. Y. 
TRUSTEES: Union Trust Company, 80 Broadway, New York City 
C. H. FRANKLIN, U. S. Mgr. and Attorney JNO. M. SMITH, Sec. U. S. Branch 


LIABILITY— INSURANCES TRANSACTED 

Employers 

Public ‘Vessel Owners Burglary 

Teams General Contingent orkmen’s Collective 
Workmen's Landlords Druggists & Individual Accident & Health 
Compensation Elevator Physicians Industrial Accident & Health 


AGENTS WANTED FOR UNOCCUPIED TERRITORY 











BUSINESS=BUILDERS 


DEVELOPING 


Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE: 


Massachusetts Bondinga|nsurance Company 


BOSTON T. J. FALVEY, President 
Paid-In Capital $2,000,000 Write For Territory 




















C. A. CRAIG, President W, R. WILLS, Vice-Pres. C.R. CLEMENTS, Sec, & Treas. 


The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE policy 











The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurauce Company in the World 


LIABILITY, STEAM BOILER, ACCIDENT. 


JACKSON & POTTER, Inc- 


1 Liberty Street - NEW YORE CITY 
General Agents 
PREFERRED ACCIDENT 
ALL CASUALTY LINES 
‘Preferred Service’’ 








HEALTH, FIDELITY 





AND BURGLARY INSURANCE 
United States Branch 
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Old Age Pension Fund: The Compa- 
ny pays at age 65, 12.85 per cent.; at 
age 70, 15.65 per cent.; at age 75, 18.42 


per cent., etc. 
Widows’ Fund: The wife may re- 
ceive, at the death of her husband, 


either a lump sum or an annuity. 
Special funds for mariners, for pro- 
viding for children, for the clergy, for 
ministerial officers, etc. 
Premiums Moderate.—Safety Abso- 
lute. 





German Benefit Associations Pay $58.50 


(benefit associations) were formed in 
Germany after the war started. 
are arranged in such a manner as to 
ingure the lives of soldiers during the 


INSURANCE FOR SOLDIERS after the war is over. 








WANTS GRIDIRON MEN 

In an article in the “Pitt Weekly,” 
the official newspaper of the University 
of Pittsburgh, Dr. Francis N. Thorpe, 
professor of political science at the in- 
stitution, advocates the taking out ot 
accident insurance policies for football 
players on the founding of an accident 
funds from the gate receipts. 


a Share; Soldier Limited to 
Twenty Shares 





A number of Unterstuetzungs-Kassen 


They 


cases are carried until three months 


INSURED 
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There appears to be 

Poor Health implanted firmly in 
Risks Poor the minds of many 
Accident Risks the impression that 
an individual, al- 

though afflicted with a malady which 
makes him an improper health risk, 
can safely be written for accident in- 
surance. This understanding is faulty 
in the extreme. A man in poor physi- 
cal condition is an unfit risk for either 
accident or health insurance. Not only 
is he less able to take proper care of 
himself and consequently is more lia- 
ble to sustain an injury, but on account 
ef his poor condition a trivial injury 
will cause a prolonged period of disa- 
bility and possible death, says Dr. D. C. 
MacEwen, in the Pacific Mutual News. 

This erroneous impression seems to 
Ihave obtained such a firm root, that 
even medical men have recommended 
for accident insurance, risks suffering 
from heart and other organic trouble, 
stating that although poor risks for 
health insurance they are not objection- 
able from an accident standpoint. As a 
matter of fact, a man afflicted with 
heart trouble of any kind is not insur- 
able against either accident or illness. 
Companies have time and again been 
celled upon to consider claims on ac- 
ccunt of death from heart failure where 
the circumstances were such as to 
make it appear that death was the re- 
sult of accident. For example, a man 
with a weak heart standing by an open 
window on the fourth floor suddenly 
succumbs to the effects of his afflic- 
tion. His body topples out of the win- 
dow and is found crushed on the side- 
walk below. All the evidence appears 
to point to accidental death, yet the 
fact remains that the man was dead 
before he fell from the window, having 
died as the result of the failure of his 
weak heart to perform its proper func- 
tions. 

Persons subject to dizzy spells, ver- 
tigo and somnambulism (sleep-walk- 
ing) are not insurable. The company 
has often been asked if it could not 
place a waiver on a policy eliminating 
liability for injury due to such causes. 
It is absolutely impossible to draw up 
a waiver which would protect the com- 
pany in such a case and the risk can- 
not be accepted. 

A good point to keep always in mind 
is that anything which lessens vital- 
ity and weakens the power of resist- 
ance and recuperation or which renders 
the person incapable of properly pro- 
tecting himself against the common 
hazards of daily life, is a sufficient 
cause for rejection. In the event of an 
injury, disability is unduly prolonged 
ard a trivial injury may cause death. 

* * * 


B. W. Day, of the 

Some Good North American Ac- 
Points cident in West Vir- 
To Remember ginia, has compiled 


the following good 
pcints to remember: Be a good fel- 
low—well met by every one. Tell the 
truth about your policy—it’s a whole 
lot better than any lie you could manu- 
facture. Believe in your company. 
Tell your prospect—Business is good— 
and it will be good. Be honest with 
ycurself—and you will be honest with 
tke other fellow. Don’t forget the 
hearty laugh and the good old fash- 
ioned hand shake. Remember the rep- 
utation of your company is made by 
you. The company’s interests are your 
interests—if they call you down—it’s 
for the good of both you and the com- 
pany. The company knows more about 
the business than you do. Work— 
Work—Work. 

o 


Anyone who reads an or- 


Irwin on dinary newspaper, and 
Complete understands fully all 
Coverage printed therein, can like- 


wise understand the full 
policy coverage in a personal accident 
and health contract, if he only takes 


Special Talks With Local Agents 


the time to analyze each phrase, says 
C. A. Irwin, chief adjuster of the Indus- 
trial Claim Department of the Casualty 
Company of America. This unquestion- 
adly is true, as respects the phrasing 
cf all divisions, sub-divisions, standard 
provisions and special provisions of the 
prlicy, with the possible exception of 
tLe “Insuring Clause.” 

How many of you personal accident 
and health salesmen explain fully to a 


prospective risk this all-important 
Insuring Clause? How many of you 
actually understana it yourselves? 


Read it carefully, then read it again, 
study, analyze it, and let it be im- 
pressed upon your mind so that you 
will never forget it. “Directly and in- 
dependently of all other causes, through 
eaternal, violent and accidental means,” 
or, “Solely and independently of all 
ether causes, through external, violent 
evd accidental means.” Regardless of 
how the phrasing may vary in the dif- 
ferent style contracts, the meaning is 
essentially the same. 

This clause has recently been the 
subject of correspondence by the wri- 
ter in a number of cases, arising out of 
strains produced by the voluntary lift- 
ing of heavy objects and the constant 
pushing of cars in mines and factories. 
It is not the intention of the insuring 
company to cover any happenings other 
than those specificially provided for in 
the contract and in the absence of evi- 
dence of bodily injury effected through 
purely accidental means, all claims for 
strains produced as above should be 
denied. 

“Effected directly and independently 
of all other causes” clearly does not 
mean any injury complicated with dis- 
ease. The general construction placea 
uron this clause by the claim adjuster, 
however, covers blood poisoning, result- 
ing directly from bodily injury, al- 
though it must not be presumed that 
all cases of septic infection are cov- 
ered under the contract, as evidenced 
bv the decision in the case of Casualty 
Company of America vs. Taylor, in the 
Kentucky Court of Appeals. In this 
case it appears that Taylor was at- 
tucked by a negro named Brogan, that 
the wounds inflicted were superficial 
and not sufficient, in themselves, to 
produce disability in excess of a few 
days. A physician was on the scene 
shortly after the assault and immedi- 
ately cleansed the wounds with an an- 
tiseptic, and dressed them, and repeat- 
ed the treatment on the following day. 
It appears from the evidence that the 
wife and son of the assured, following 
the second treatment by the physician, 
loosened the bandages and rubbed the 
wounds with unclean hands and that 
septic infection set in and death re- 
sulted. The death in this case was the 
result of blood poisoning occurring in- 
dependently of the assault. 

Recently, in New York City, a claim 
was presented by one of our policyhold- 
ers insured under a straight accident 
policy for alleged disability due to a 
fall. The evidence clearly showed that 
the assured fell as the result of heat 
prostration while working in a vault, 
that he was aware of the extreme heat 
and its effect upon him, but did not 
cease his labors, and that the disabil- 
ity was not the result of injuries to the 
head but was due directly to the expo- 
sure. This claim is similar to the case 
of Carr against some western casualty 
company, arising out of disability due 
to injuries produced by a fall while the 
assured was in a delirium. It was held 
hy the Court that the injuries were not 
directly produced by accident but were 
the “proximate” result of the delirium, 
and the verdict was given to the de- 
fending company. 

The value of this decision in disa- 
bLity claims arising as the result of 
injuries complicated with disease or in 
claims for injuries not produced “di- 
rectly or independently of all other 
causes” should not be underestimated. 





Georgia Casualty Company 


MACON, GEORGIA 
W.E. SMALL - - - 


A Strong Casualty Company 


President 


Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 


ACCIDENT PLATE GLASS 
AUTOMOBILE BURGLARY 


HEALTH 


ELEVATOR 


LIABILITY 
TEAMS 


AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office. 








The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


HOME OFFICE, 47 CEDAR 
CHARTERED 187 


PLATE GLASS 


PERSONAL ACCIDENT 
AND HEALTH 


POLICIES 


STREET 


OF THE MOST 
APPROVED FORMS 


EUGENE H. WINSLOW, President 


R. R. Cornell, Vice-Pres. S. Wm. Burton, Sec. 


Alonzo G. Brooks, Ass’t Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—HEALTH—LIABILITY 
Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
G. NORIE-MILLER, United States Manager 


Metropolitan Department, 100 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








THE SIGN OF GOOD CASUALTY 
HEAD OFFICE 
CHICAGO 
F. W. LAWSON 
General Manager 


Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 








ae. jan | ey 
Established 1869. 


INSURANCE 


F. J. WALTERS 
Resident Manager 
55S JOHN STREET 
New York 


Elmer A. Lord & Co, 
145 Milk St., Boston 
Resident Managers 
New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 











WE GIVE IT 





123 WILLIAM STREET 


C. A. TIMEWELL, Resident Manager 


of Detroit, Mich. 


There are Great Opportunities 


for agents in unoccupied territory 


Write us to-day 


The Greatest Selling Help 


for the accident insurance agent is 


Prompt and Liberal Claim Service 


NEW YORK CITY 


The Standard Accident Insurance Co. 
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Pan-American Life Insurance Company 
New Orleans, Louisiana 
Cc. H. ELLIS, President 


Total Insurance in force 
Total Resources 


$18,000,000.00 





We have a few attractive openings for high class life insurance men throughout 
our territory. 
If interested, write for full particulars, also ask for a description of our New 
Double Indemnity and Accident Benefit Policy. It’s a Winner. 
E. G. SIMMONS, Vice-President and Agency Manager 
Whitney Central Bank Building 
New Orleans, Louisiana 








THE PROGRESS 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Is Steady Sure Solid 


GOOD TERRITORY FOR RELIABLE MEN 
IN THE 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 





A CORRESPONDENCE COURSE OF 
INSTRUCTION IN LIFE INSURANCE 








Among the many advantages enjoyed 
by representatives of The Equitable Life 
Assurance Society of the United States 
is a Correspondence Course of instruction 
dealing with the fundamentals of life 
underwriting and the practical side of 
field work. 


While the Regular Course of 27 Lessons 
and Official Answers are reserved 
exclusively for Equitable representatives, 
the Preliminary Course consisting of 3 
Lessons will be sent to anyone on request. 


Address: 
Correspondence Course Bureau 
The Equitable Life Assurance'Society 
OF THE UNITED STATES 
P. O. Box 555 
New York City 




















Insurance Company of North America 
PHILADELPHIA, PA. 








Marine 


and Inland 
Transportation, 
Motor Boat, 
Tourist Floater, 
Automobile 
Floater, Parcel 
Post 


and Tornado 
Rent, Lease, Use 


and Occupancy 








EUGENE L. ELLISON, President 
BENJAMIN RUSH, Vice-President 

T. HOWARD WRIGHT, Sec’y and Treas. 
JOHN O. PLATT, 2nd Vice-President 
SHELDON CATLIN, Ass't Secretary 








Good Service 
AND 


Guaranteed Cost Life Insurance 


are the Cornerstones of our Successful Company. 
Brief, liberal, clearly expressed policies with guaranteed low 
cost are serviceable alike to policyholders and agents. 
Specimens of Life, Accident or Health policies furnished 
upon request. 


FOR AGENCIES ADDRESS 


The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 








—_————-- 

















San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


Liverpool 


U. S. Gash Assets, Dec, 31, 1914 $14,783,618.69 
Surplus, - 4,822,155.49 
Losses Paid by Chicago Fire, 1871 3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire,1904 — 1,051,543.00 


amo Tondon 
ano Globe 
Insurance Zo, 


CIMICED 


Over $142,000,000.00 


Losses Paid in the United States 


HENRY W. EATON, MANAGER 
G. W. HOYT, DEPUTY MANAGER 


J. B. KREMER, AssT. DEPUTY MANAGER 
T. A. WEED, AGENCY SUPERINTENDENT 


NEW YORK OFFICE 
80 William Street 

















